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Classic Simplicity 
With the New Look 
PINCUS & TOBIAS, INC. 
New York City 
Tandrite Calf, Color No 556 Green 








HUBSCHMAN & SONS, 


AINMENTS - 





INC, 


every step in the selection and tannage of Tandrite Calf 
meets fixed high standards . . . The ideals of the de- 
signer and the fine craftsmanship of the manufacturer 
are expressed with beauty and infallible precision by 


the Quality, Color and Finish of 


Tanprite CALF 
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5 Shoes for children 
/ Ke: 


CHIEF 
While your “Carriage Trade” 


customers are on their winter holiday — 


feature Vitality Shoes for Children: 


Styled ‘“Twice as Smart” they're just what 
youngsters want for holiday parties and get-togethers 
and back to classes. Noticeably superior NISTLE 

in quality, they carry the famous name mothers 
know from personal experience—the name Vitality 
which means more-for-your-money 


in children’s shoes. 

ALSO Villy VITAPOISE FEATURE SHOES 
W/, FOR CHILDREN 

Made ty eSmerica’s Largest Shoemakers 


VITALITY SHOE COMPANY, Division of International Shoe Company, ST. LOUIS 3, MO. 
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And some H-R 
Glad Tidings, too... . 


H-R’s present to you includes not only the biggest and 
grandest styled lines in history, but a record breaking 
series of sales building promotions. 
Month after month this ‘hot,’ new, feature-full H-R 
line is being backed up with fully coordinated 







merchandising events to help you sell more and 


¥ 





more shoes. Watch for announcements that 
will be mailed, and talk it over with your H-R 


representative — he has the whole story! 








2 Boot and Shoe Recorder 














In the tannery... its FLEXY 














G. LEVOR & CO., INC. GLOVERSVILLE, N. y. 
Tanners Since 1876 














"THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes”’ 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ...and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- | 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 


For help in stepping up the “buy appeal” of your line call upon the 
red FOR R uU PP P E R s “” services of the qualified United Finishing expert in your area. 


= EST Gas. a UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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@ The finished look that earmarks every 
pair of Walk-Over shoes is the natural result of / 


a 73-year philosophy. Perfection in every 


The fact that Walk-Over has never 
compromised this philosophy has made 
this famous brand a consistent source 


of profit for our dealers. 


ole hin Shoes 





Q Geo. E. Keith Company, Brockton 63, Mass. « New York Sales Rooms, Marbridge Building—822 and 906 
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Here is Fiddle Shank No. 12 designed to provide greater 


' THE 


stability. Notice — the toe end of the shank is as wide as the 


heel end, and the waist of the shank is only sheared slightly. 
Vin iil h (: I | y These design features provide more steel where needed 

to protect shoes of medium to extreme heel heights from 

lateral strain. 


a 
Look to United for the proper shank to provide_structural 
Fiddle Shank Prep penttiiapee 


strength and improve the wear in every shoe. 







VITA-TEMPERED STEEL SHANKS | 


ore tough, hard, uniform. Fit like master models. 
Clean, ready to use. Preserve Balanced Tread. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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a dictates that the trend in feminine 
footwear points more and more to beautifully 
styled high platform shoes .. . BUT the ordinary 
rubber footwear is not designed to fit over these 
high platforms ... SO 


Cambridge Created 


“OAT TOPD 


warm and attractive in velvet with fur trim... 
a new member of the Snow Princess family 

by Cambridge, specially designed to fit over 
High-Platform Shoes, to protect smartly dressed 
ladies in cold and stormy winter weather. 


Available in 
choice of Hudson Black 
or Mink Brown 


THE Cambridge RUBBER COMPANY 


FIRS Vi Fol Fashion 


CA MBRitiobSG E Se. 8S. 8 US 8. FD 
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tyle Never Takes a 


WS 


oliday ... 


Despite the unceasing 
demand for products of every description, alert manufacturers 
realize that the creation of new styles today means the 
maintenance of volume tomorrow. United Last Company, as usual, is 


keeping pace with vogues throughout the fashion world. 


BOSTON, MASSACHUSETTS 
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‘SRONTIER BUCK 






FORTORES at ant suatl 


Genel lhal GW ; 


® As Fortunes lead the style parade again next spring, Fortun 
colorful window panels will be up in front pulling more and more traff 
into Fortune stores. Never before has Fortune provided dealers with 
such dynamic, sales-building displays for such a small investment. For 
the first time, Fortune offers professionally designed panels with realistic 
hand-painted rubber figures that stand out in bold relief to beckon the 
customer inside. There's an individual panel for each Fortune promotion 
to tie in the local store with Fortune's all-out national advertising. As 


style-conscious millions see Fortune's full page, full color ads this spring 


~ 


in Collier's and Pic, Fortune panels will be a loadstone in dealers’ windows 


{ ‘.. 7 
[ LSTA 2 
to draw customers. Let Fortune panels pull for your store . . . help , SEA WHsh dF 


SHOES FOR MEN 
you build more traffic . . . help you ring up more sales, more profits. 


Richland-Davidson Shoe Company, Division of General Shoe Corporation, 
Nashville, Tennessee. 
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EYE-POWERED SALES APPEAL | 


SOLES BY Rajah 
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There’s something in the smooth good looks of 
Rajah Soles that tells of feather lightness, 
super comfort and wear that goes on and on. 
Feature Rajah Soles in your store . . . watch 
your customers fall for them. You won't 


have to tell ‘em . . . just sell "em! 


AS ADVERTISED 


inn CAQUUCL 


U.S. PAT. OFF. 


Rajah SOLES 





The better the sole — the better the shoe. 


" Founded 1837 


ALFRED HALE RUBBER COMPANY, NORTH esgemrnecvyiyryy, M@aAa8SB Ss 
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Deauville 


makes an important envelope bag in 


OV tt 


Platinum 5$2 


A true metal shade, Platinum contrasts subtly with 










black costumes, adds a subdued gleam to costumes 


in other shades. 


A darker metal tone, very 


appropriate for smart shoes, is 


(clonal 


patent 


GUNMETAL*I! 


Matching accessories are impor- 


Colonial Tanning Co., Inc. 
Boston 11, Massachusetts 


tant, too, and Colonial 
Patent comes in all the 
fashion - setting colors. 


Write us today for samples — 


of the complete group of 4 
authentic colors for 


Spring, 1948. 
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There is only ONE Vul-Cork Sole—tried 
and tested. The Cambridge Rubber Company is 
pleased to announce that the material supply is 
now such that Vul-Cork soles have resumed their 

re-war rubber air-cell formula, which — gives 
HEFTY APPEARANCE and LONG MILEAGE 
plus flexibility and feather-weight lightness that 
will actually float on water . . . remarkable resili- 
ence which cushions rough-underfooting! — plus 
the famous Vul-Cork surefooted slip-resistance. 

Vul-Cork Soles are now supplied in Red, 
Brown and Black — in your choice of Smooth- 
Buffed or Rough-Rib finish — with a new Vul- 
Cork innovation — MATCHING HEELS! 


December |, 1947 


Vul-Cork Sole prices are now reduced sub- 
stantia/ly—passing along to Vul-Cork users sub- 
stantial savings in production costs due to huge 
increases in Vul-Cork Sales and production . . 
and making the exceptional long-wearing econ- 
omy of Vul-Cork Soles an even greater bargain 
for the wearer. 

Vul-Cork Soles are the product of over 10 years 
of specialization. They have won their outstand- 
ing position through sheer merit alone. They 
possess outstanding extra-value features unique 
in the sole industry. 
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They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 
nently discolored by steam. 
\ 
De not attempt te steam-solten 
thermoplastic box tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upon which prac- 
tiee your conditions best faver, 
be can elther supply you ‘with 
dry heaters or arrange fer your 
temporary use of canned pre- 
pared solvent bex tees which 


require neo solvent wet- 


Bin 
ting at pulling-over. 
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Young eyes will 
sparkle at the high styling 
built into Rough Rider's pert, 
we dressy one-strap style for girls. 
4k Pr : Available in black patent 
Ref ¢ leather, widths A to D, sizes 
<BR 6 to 3. Leather insoles assure 
extra comfort, longer wear. 







Write for name of your nearest 


Rough Rider Dealer. 


Smart and Sturdy Shoes for Boys and Girls 


ROUGH RIDERS 


CANNON SHOE COMPANY, BALTIMORE 17, MD. 
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The acquisitive instinct of Woman's Day's more than 










3,000,000 women readers is surpassed only by their 
collective ability to buy. In '48, they will have at their 
disposal $10,287,000,000 with which to satisfy their 
families’ appetites for 
$3,726,000,000 for Food and Drink 
$1,863,000,000 for Housing, 
Appliances and Furnishings 
$1,377,000,000 for Clothing 
$ 648,000,000 for Transportation and Recreation 
$ 291,000,000 for Drugs 
$ 243,000,000 for Personal Services 


Further, consider that (1) Woman's Day readers 
comprise the greatest percentage of housewives and 
mothers of any women’s service magazine. 
(2) Woman's Day enjoys the greatest single 
copy sale (100%) of any magazine in existence. 
(3) Woman's Day (without advertising inducement) 
has received more than 600,000 reader letters, 
more than 700,000 requests for instructions 
in a single year. (4) Woman's Day readers constitute 


the greatest concentration of price-conscious, 
economy-minded women in these United States. 


— 


Advertisers who count costs court women who count pennies. 


Found Money “I know you will be pleased to learn that Woman's Day out- 


pulled by a minimum ratio of two-to-one, and sometimes as high as three- or 


four-to-one, any other publication on the.» >> SEEE—S—COSFSsS «Mist for the 


past several years.” 
*Name of product and advertiser upon request. 





because buying is a woman’s business: 


a MomansDay is never done selling! 


MAGAZINE 
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TO FoLLOW EVERY Move o¢ que HUMAN Foor 


The Value of the shoes you offer your customers must 


be higher than the price you ask your customers to 
pay. That is the only satisfactory answer to “how 
can we maintain unit volume of sales?” ... You 
know the value of British Walkers — with their 
sales-building extra: patented, Synchro-Flex con- 
struction. Your customers know British Walker 


value, too, because they can both see it and feel it. 


With your dollar profit and unit volume 


so dependent on proven value, British 


Tailleur 


Nationally Advertised in 
Harpers Bazaar 
Mademoiselle 
Time 


Walkers are more important to you now 


than ever before. 


Windfall <a 


Nationally Advertised in 
Vogue P 
Time 


There are British Walker 
agency franchises open for 
the men’s and women’s line. 


For information on either or both write 


THE J. P. SMITH SHOE COMPANY 


Sangamon and Huron Streets, CHICAGO 22, ILLINOIS 
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SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 


need of applying solvents! 
This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 











NOW IN: STOCK 


/N 
/& (MURPHY 


Our in-stock department gives prompt service 
to Johnston & Murphy Dealers who wish to 
keep their shoe stocks in balance at all times. 


There are a few J&M Dealerships 
open in a limited number of cities. 
One of these points may be in 
your locality. 


The J&M Franchise backed by our 
in-stock department and strong na- 
tional advertising program can play 
an important part in developing 
your shoe business. 


We will be glad to send you upon 
request our new in-stock catalog— 
just off the press. In it you will find 
illustrated the familiar styles upon 
which the J&M reputation has been 
built—all placed in stock by popu- 
lar demand. 


JOHNSTON & MURPHY 
40 LINCOLN ST., NEWARK 3, N. J. 


STYLE 200 TAN 
STYLE 101 BLACK 








We carry in stock for 
immediate delivery fifteen 
shoe styles ranging in size 
from AAA 9-13 to E 5-12. 








STYLE 319 TAN 
STYLE 419 BLACK 
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SAMOA GRAIN ALLIGATOR 


is an exclusive design protected by Patent 
No. 138,797 issued September 12th, 1944 


It is the intention of THE OHIO 
LEATHER COMPANY to protect its 
rights at all times in the use of this design 
and take all necessary legal steps against 


infringement. . - 


® 


Quality €fp Leathr 


THE OHIO LEATHER COMPANY 


GIRARD, OHIO 

















7. aggre 
| eh 
& * eee eee ee 





of! (ite Eesyelure 


-.. BUT CELASTIC REMAINS UNAFFECTED! 


You’re looking at an actual photograph of a shoe 

during its fifth hour of total immersion in water. The 

toe built with Celastic is notably unaffected by this severe 
test . . . further evidence of the support and durability 


which Celastic gives the toe of the shoe during wear. 


Celastic means lasting toe style and toe comfort. 


MATCHED PAIRS... trim on the foot — true to the last. 


Uniteo Shoe Machinery CorPoration - BOSTON, MASSACHUSETTS 
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nd colors Ruby 


peerless Kid white ¢ 


New Jersey 
sy + Camden, 

MPANY 
ns & CO? 


EVA ; 
Est. 1857 


JOHN B- 


YOU SAW THIS PANDORA SHOE 
ADVERTISED BY THE 
MAY COMPANY IN VOGUE, 
NOVEMBER 15 
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With sure-hold an- 


kle guard, 
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appearance is 
neatly tailored, 
professional in lines 


and build! 


DELIBERATE 
= Foam-rubber- 


@ Sturdy cre 


a” Arched to mee 


*~ Permanent inner 


You now have th 


oxford, 
testing, proving, 
tion of experience, 
vice — the exclusive 


Make this your first 


POSITIONER's outer 


LY DESIGNED TOM 


non-curlin 


e ideal canvas shoe, 


for every one in 
perfecting, 
common sense, 


BRISTOLITE 


as an in- 

hed-in WE 
t of the shoe, 
sTOLITE FOOT 





more 
more 









Cdddedaacaar 


P| innersole! 


pe-like outsole 
t the instep 


platiorm heel. 


— in high cut and 
shoe we've been 


the family — 4 
s a combina- 


for a long time. I’ 
and leading athletes’ ad- 
FOOT POSITIONER! 


merchandising plan for 1948 — and 


write for dealer helps. 


BRISTOL MANUFA 
BRISTOL © RHODE ISLAND 


CTURING CORPORATION 


ted tor this shoe! 


THE FOOT posi- 
TIONER—exclusively 
Bristolite—is the ba- 
sis, around which 
the shoe is construct- 
ed, keeping ankle, 
instep, heel and 
arches at normal, 
natural positio 
action and when at 
rest. No other shoe 


n—in 


has 
feature! 


this grand 
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THEY'RE NEW! THEY’RE DIFFERENT! 


Neo. 974—Men's Boot, Army Russet 

Leather Upper with 3” zipper and 

2 eyelets, Shearling lined, Oak 
Leather sole, rubber heel 


PATENT APPLIED FOR 


















THE “AFTER-SPORTS” SHOE 


FOR MEN, WOMEN AND TEEN-AGERS! 


An instantaneous hit, Athco After-Sports 
Shoes are designed for sports-loving men and women to 
wear before and after, to and from their sports activities. 





For use in the hunting, fishing and ski lodges 


—for spectators at sporting events—anywhere that a — 





ia sie . : Leather Upper with 3” zipper and 
sturdy, easy shoe is required. 2 eyelets, Shearling lined. Crepe 
rubber sole. 
They're handsome, quality-built, beautifully PATENT APPUED FOR 


constructed—and THEY CAN BE SOLD THE YEAR 
ROUND! ATHCO After-Sports SHOES will be worn 
during every season of the year! 





Perfect for the sporting goods store—a fast sell- 
er in shoe and department stores. Write for details today! 


*Trade Mark Registration Pending. 


924 N. Marshfield Ave. - 
ATHLETIC SHOE co. CHICAGO 22, ILL. a Ne. 9016—Men’s Moccasin, Brown 


Suede Leather Upper, leather bind- 
ing, shearling lined, oak leather 
sole, rawhide lace. 








No. 973—Woman's Boot, Army 
Russet Leather Upper, shearling 





Ne. 9228—Woman’s Boot, Army lined, zipper, crepe rubber sole. Ne. 9019—Men's Moccasin, Brown 
Russet Leather Upper, with beige Suede Upper, leather prodiag. 
electrified shearling cuff, shearling No. 978—Woman's Boot, same as shearling lined, crepe rubber sole, 
lined, zipper, oak leather sole, No. 973 except oak leather sole rawhide lace. 
rubber heel. and rubber heel. 
PATENT APPLIED FOR PATENTS APPLIED FOR 
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“Shugor” uses Paralastic, too. 











Designed by Thomas Taylor and Sons 
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wear. Smart apy ea F sexible, 
light, and will net = a re water- 
proof in any weather. Won't mar floors. 


AUBURN RUBBER CORPORATION 
AUBURN, INDIANA 
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GENUINE 
MARACAIN 


The original hand-boarded crushed kid by New Castle 
Division is available for the resort and spring season 
in a great variety, of colors, including the Jordan 
Almond pastels and vivid accent colors, as well as 
the more standard range. MARACAIN, because 
of its affinity for color, and because of its value at 
an economic pricing, is being used more and more 
for suit, town and casual shoes; and stores are 


finding New Castle's color range practical to 





promote with ready-to-wear. 


yUOGE IT By 


MARACAIN is also right 


CLuabily for coordinated handbags. 


'Ts USERS 


re 
| 
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NEW CASTLE DIVISION 
ALLIED KID COMPANY . « + 100 Gold Street, New York 
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OPERAS and CLOSED sos CRS 


SBICCA-DEL MACS! 





Make Sure Yours Are 





Offer customers improved shoe- 
making which can be demon- 
strated. Single-sole construction 


is the answer. 


Why risk selling closed shoes that 
“burn” the foot? In closed shoes, 
the SBICCA-DEL MAC Method is 
a “MUST.” The super-flexibility 
of your shoes brings customers 
back and builds prestige and 
needed pairage. 


“SO MUCH BETTER SHOEMAKING” 


SBICCA-DEL MAC, INC. 
Empire State Bldg. e New York I, N.Y. 
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Competition demands your offer- 


ing fine-fitting, smoother, true-to- 
the-last closed shoes. All closed 
shoes are made better and 


more economically if they are 


SBICCA-DEL MACS. 


Have your advertising and your 
sales force emphasize the flex- 
ibility and fine comfort of your 
closed shoes. Protect yourself 


with SBICCA-DEL MACS! 
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THE FLORSHEIM SHOE COMPANY «+ CHICAGO + MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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by EUGENE J. HARDY 


European requirements for hides and leather under the Marshall Plan 
are becoming a little clearer. However, the recent Harriman Committee report 
says that there are indications that the 1948 requirements may be in the 
neighborhood of 1,000,000 cattle -hides. 

The committee expresses the opinion that such an export program might 
have serious "inflationary tendencies" resulting in additional price increases 
for footwear, in view of raw material shortages in this country. 

If hides and leather are to be a part of.the aid program the committee 
feels that the "advisability of suitable export and allocation controls should 
be carefully appraised." It is also recommended that "all reasonable pressure 
should be used to secure a free flow of hides from the South American countries, 
particularly from Argentina, into world trade." 

This report, prepared to assess the American ability to supply 
European needs, states that in view of the expected decline in the domestic 
cattle kill "it is probable that exports of this magnitude would result ina 
severe strain on United States leather and shoe producers." 

In any case, more information will be needed from the European 
countries before a definite program can be worked out in regard to hides and 
leather, It is reasonably certain that footwear will not be a part of American 
shipments to Europe. 

The Harriman Committee points out that while temporarily large 
domestic supplies of cattle hides have offset curtailed imports during the 
current year, the cattle cycle has already passed its peak. It is estimated 
that cattle and calf slaughter next year will probably be about two million less 
than the 23 million estimated for 1947. In addition, unsettled conditions in 
India might seriously curtail goatskin supplies. Inventories are also at a 
lower point than in any previous peacetime year. 

At present, domestic cattle hide production is about 7 to 8 million 
equivalent cattlehides greater than prewar. But while exports have generally 
been negligible, since the end of controls foreign markets are accounting for 
about 5 per cent of domestic output. 

The committee believes that unless imports can be increased, domestic 
leather supplies in 1948 and for the next several years are "likely to fall 
below the level needed to meet prewar standards of consumption for leather 
shoes. 
























































"To leave the United States a net exporter of cattlehides and calf- 
skins instead of a net importer, might result in further price increase and a 
reduction in per capita consumption of leather and shoes. * * * Any increase in 
the abnormally large current rate of export of hides and leather might have 
highly disadvantageous inflationary tendencies. * * * It should be recalled that 
under somewhat comparable conditions at the close of World War I hide prices in 
1920 reached 65 cents per pound." 

The need for increased domestic supplies of leather is illustrated by 
the committee report in its discussion of per capita output. It is pointed out 
that while per capita output of leather shoes in 1946 and 1947 was slightly 
higher than prewar, practically all of the increase was recorded in children's 
footwear. Men's shoe per capita output has been lower than prewar. 

-. 2 a ae 

The British Government is again considering the reorganization and 
concentration of its boot and shoe industry, according to information received 
through diplomatic channels. Barely recovered from its wartime experiences, the 
British shoe industry is being called upon to greatly expand production for 
export. 
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lh o the Weed 


FRED LAZARUS, JR., president 
of the Federated Department Stores, 
Inc., Cincinnati, and member of 
the CED (Committee for Economic 
Development) Board of Trustees, 
says: 
“Small business is the seed bed 
of our democracy. As the CED 
policy statement points out: ‘What- 
ever its type or stage of growth, 








the small business is a manifestation 
of one of the basic freedoms of 
American life. This is the freedom 
to enter or leave business at will, 
to start small and grow big, to ex- 
pand, contract or even to fail. This 
freedom to be enterprising is an 
aspect of the economic democracy 
without which our political democ- 
racy cannot exist.’ 

“If we are to preserve a dynamic 
and progressive economy in our 
country, we must have a satisfac- 
tory birth rate of our business 
babies and an economic diet and 
climate that will favor and not 
handicap their growth. We are 
rightly proud of our big business, 
both industrial .and commercial. 
But we tend to overlook two things 
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in connection with them. One is 
that they are really very few in 
number as compared with the jun- 
ior members of our business family 
and the other is that most of our 
big enterprises started as little fel- 
lows not so many years ago. 
“Large and small businesses have 
their ‘supremacy areas’ in which 
each can best serve the needs of 
the public. Where these areas over- 
lap, as they frequently do to an ex- 
tent, the competition engendered is 
a’ stimulus to the better perform- 
ance of both. They are partners in 
our American economy, and big 
business would be vulnerable in- 
deed, and so would our whole sys- 
tem of free government and free 
enterprise, if it were not for a great 
number of prosperous small busi- 


ness firms.” 
— _ * 


M. 0. MICHAELSON of the Flors- 
heim Store in Hollywood, Calif. 
says: 

“Men of all ages are going in for 
young men’s shoes in a big way. 
They want extreme styles—such as 
heavy plug oxfords and triple soles, 
new colors and new treatments. Our 
casual business, which consists 
mostly of young men’s styles, is 
holding up well. 

“From our sales I am convinced 
that all men want something new 
and just a little extreme in foot- 
wear; something colorful and com- 





fortable that they can wear for prac- 
tically all ovcasions.” 
PHILIP SHERIDAN, manager of 
the shoe department at Gladding’s, 
Inc., Providence, R. L., says: 
“Price resistance is the biggest 
problem of the shoe business cur- 
rently. It is time for retailers to 
pursue a conservative pricing pol- 
icy as a means of gaining customer 





confidence. You can’t always get 
the top dollar just because the 
money is available. There are times 
when it is a better business-building 
policy to sacrifice two or three 
points in the way of markup to 
show customers some leniency. I 
believe such a situation exists cur- 
rently and that retailers would do 
well to sacrifice a little in the way 


for maintenance of established, rep- 
utable lines and for good business 
ethics. Retailers who show such de- 
pendability will continue to build 
a steady, repeat business.” 


FRED L. PRATT of Shawnee, 
Okla., says: 








“What I would like is for manu- 
facturers to improve their fitting. 
Most of them haven’t had anything 
new in fitting features for many 
years. Shoes could fit up in the 
arch much better than they do. We 
need new ideas in the arching up 
of sling pumps and we find it dif- 
ficult to obtain a pump that will fit 
well in the arch. 

“We feel that business will be 
good here this Fall because farmers 
are all out of debt and are getting 
a good price for products. They’re 
ready to buy. Shoes are now com- 
ing in a little better than they did 
in the past few months and prob- 
ably, in a month or so we will have 
a complete stock.” 





IT’S UP TO YOU 





—Of course there's going to be a 
Depression — /F YOU WANT 
ONE! 

—lt's not at all difficult to create 
a Depression if you deliberately 
go about it. 

—First of all, falk Depression—to 
your family, your friends, your 
associates .. . 

—Then, having convinced yourself 
by your own talk that there is a 
Depression on the way, begin to 
dig your storm cellar . . . 

—Cancel orders, slash prices, cut 
out advertising, take down your 
sign. 

—For you won't need a sign if you 
do all these things. 

—Your competitor who doesn't 
want a Depression will take over 
your trade... 

—And your profits. 

—Sure, it's easy to make a Depres- 
sion— 

—But who wants one 


=e you? 


President 





ELLEN ROBBINS, head of the 
children’s department at Marrott’s 
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Shoe Store, Indianapolis, Ind., 
says: 

“Mothers prefer women clerks in 
this department because they are 
patient and understanding. Prior to 
the first World War, the store 
raanagement would not listen to the 
idea of women clerks in the chil- 
dren’s department; but, ‘It was 
work or fight,’ and all men clerks 
enlisted, leaving women to do the 
clerical work. 

“It was then I came to Mar- 
rott’s, the first woman clerk in the 
children’s department and one of 
the first in any shoe department in 
Indianapolis. I realized I had to 
make good, and after thirty years 
in this department I now serve the 
third generation. 

“All the clerks in the department 
are married women. Men are too 
impatient with children and know 
little about handling them. Children 
like to have a woman take care of 
them because women are patient 
and know a child’s peculiarities. 
In the past 30 years things have 
changed and are changing every 
aay. The only way to be successful 
is to change with the times and 
learn.” 


< 
Z 
4 





H, E. WARWICK, of Warwick Shoe 
Store, Alva, Oklahoma, writes: 

“During the past few months, 
with rising prices, changes in foot- 
wear and a complete change in the 
attitude of customers, we have had 
more returns that usual—with re- 
quests for exchanges or refunds. 
In some of these cases the shoes 
have been out for more than thirty 
days. I must say that this creates 
quite a problem, and we have been 
wondering what has been the ex- 
perience of other merchants. If any 
of your readers have any sugges- 
tions or advice as to the best way 
to handle such returns, we think it 
would be quite helpful if they would 
send them to the Talk of the Trade 
editor of the REcorDER for publica- 
tion. 

“We have always tried to be fair 
with our customers in making ex- 
changes, refunds or adjustments, 
but when we are asked to make re- 
funds on shoes purchased ten to 30 
days before, we feel that it costs us 
more to service such customers than 
their patronage is likely to be worth. 
But we would be very much in- 
terested to obtain the viewpoints 
and experience of other retailers in 
connection with this problem.” 






Gi vec Ky 


“Limp around a bit and see how you like ‘em.” 
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Bridesmaids’ sandals were ivory 
satin, with ankle straps and in- 
terlaced stripping piped with 
silver kid. Buckles were stud- 
ded with seed pearls. 


Footwear Selected by Princess Elizabeth for 
Her Trousseau Were Simply Fashioned of 
Fine Materials—Event Has Great Interest 


for Fashion World. 


WHEN a princess marries, the event is one which 
causes considerable interest, not only in her native 
land, but in the world at large. Aside from any politi- 
cal significance which it may have, the royal marriage 
holds tremendous fashion interest on an international 
scale. What the princess wears as a bride may very 
well influence women’s styles in all corners of the 
globe for many months to come. 

No exception was the recent wedding of Princess 
Elizabeth of Great Britain to Lieutenant Philip Mount- 
batten, now Duke of Edinburgh, on November 20th. 
For months prior to the affair, rumors spread around 
the fashion world, concerning the princess’s bridal out- 
fit, her going-away costume, her bridesmaids’ dresses, 
and her footwear wardrobe. When, on the day itself, 
photographs of the actual costumes were made avail- 
able to the public, the world could see for itself what 
styles appealed most to a member of the royal family. 

The footwear choice of Princess Elizabeth we show 
you here. Simple in style, but with a 1948 look, are 
the shoes which she selected for this important occasion. 
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The ivory duchesse satin wed- 


ding gown had fitted bodice, 

long tight sleeves and full skirt. 

Seed pearls and crystal were 

used as embroidery. Tiara of 

pearls and diamonds held the 
bridal veil. 





Left: The bride's 
shoes were ivory duch- 
esse satin sandals, 
made in one piece. 
Twisted straps rose 
high on the instep and 
across the waist. Buck. 
les were silver stud- 
ded with seed pearls. 

















Above: Going - away 
stepin of elasticized 
beige suede, with clos- 
ed heel and toe, and 
open shank, 
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Another popular Silhouette, the 
long, Slender line of this youth- 
Suit with Peter Pan collar, 
hip-hugging jacket and Slim 
irt The high-heeled ankle 
Strap with woven vamp on a 5/8 
Platform carries out the femi- 
nine feeling of the suit. 
and dresses it up for 
afternoon wear and din- 
ing out. 





- Red 
Ower. Brown Costume 
€ and hat. Green shoe 


Sulphur 
blouse. Green and gold. 
welry 

















i 7. — 
7 





4 at Bt ee ee 








View of Wetherby-Kayser accessory department at opening time on a Saturday morning. Rush 
of business proves that counselling in accessories pays off. Background displays are always 
fresh and interesting, with handbags grouped according to color, material, or silhouette. 


—s men stenr - 


—_— your accessory selling and you will in- 
crease your business 20 per cent. This is the experience 
of Kay Crawford, accessory buyer for the Wetherby- 
Kayser shoe stores in Los Angeles, Pasadena, and on 
Wilshire Boulevard’s Miracle Mile. 

With apparel so drastically altered and so exciting, 
Miss Crawford feels that the shoe and accessory store is 
offered a real challenge to buy and sell the right foot- 
wear and handbags in the right way. 

“And by the right way, I mean that we must not only 
buy accessories that will harmonize with Fall’s new sil- 
houettes, but also sell them to meet the individual needs 
of our patrons, to suit their personalties as well as their 
budgets,” she elaborated. 

Miss Crawford contends that women need more coun- 
selling—and subtle it must be, too—in their acces- 
sories purchases than they do in selecting any other 


item in their wardrobes. 


Handle a handbag as if it were as important 
as a precious jewel. All fine handbags bear 
close inspection. Choose a silhouette and 
size in keeping with the customer’s figure 
and to complement her costume as well as 
her shoes. So says Kay Crawford, who ex- 
plains salient points to Juanita Sayer. 
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by KAY CRAWFORD, 


Accessories buyer for Wetherby-Kayser Shoe 

Stores, Los Angeles, Pasadena and Wilshire 

Boulevard’s Miracle Mile, as told to JUANITA 
SAYER of Boor anv SHoe REecorver. 


“Accessories can make or break any costume. Like 
a dash of the right spice in a tasty dish, they serve to 
intrigue, to lift it out of the ordinary. When applied in- 
telligently, accessories individualize the costume. Too 
often women use the spice of accessories with a heavy 
hand, or not at all.” 

With proper training, the salesforce can serve as 
accessories counsellers, not just bag and hosiery sellers, 
says Miss Crawford, who is a firm believer in weekly 
sales clinics, where buyer and salesforce get together to 
map out selling plans. 

“Accessory counselling begins with the merchandise 
man and buyer, who must keep themselves posted on 
developments in fashions, on new merchandise coming 
into the store, and how it can be presented most effec- 
tively. It is then their responsibility to pass this in- 
formation on regularly to the salesforce, who too often 
are ignorant of style changes in ready-to-wear and ac- 
cessories and thus may lack enthusiasm for the mer- 
chandise they must sell. That is the point where cus- 
tomer resistance begins.” 


ACCESSORIES . 








ferent weights and colors while cameraman took 


picture. Every accessory saleswoman should be 

able to sell at least two different shades, emphasiz- 

ing need for color to complement shoes and cos- 
tume for every occasion. 


Accessories Can Boost Your Business 20 Per Cent, If 
They Are Handled With Forethought and Understanding. 
Here's an Explanation of “Accessory Counselling" Which 
Has Done an Outstanding Job for Wetherby-Kayser. 


After becoming well versed in current fashion trends 
and thoroughly acquainted with the stock, the sales- 
person should learn the correct way to greet the patron 
and to present the merchandise to her. 

“Never ask the patron what she wants or how much 
she wants to pay. After greeting her, give her a few 
moments and she will automatically say something like 
‘I want a bag to go with my new shoes,’ or ‘T’d like a 
bag to wear with a black suit.’ 

“While selecting handbags that will set her particular 
type of figure off to best advantages, don’t discuss her 
apparel. When the patron steps up to the counter, she 
usually thinks she is well groomed. So when you are 
serving her, show her your best wares,” Miss Crawford 
advises. 

Personally, she believes in showing three handbags 
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and belts in different price lines and styles, perhaps in 
colors to match or contrast with the customer's foot- 
wear and to @omplement her costume. The same tech- 
nique applies to hosiery. 

“Show a few handbags as if they were made especial- 
ly for her. That is the strongest approach that you can 
use on a woman. Present the bags as if-they were as 
important as precious jewels.” 

Choosing the correct silhouette and the size bag to 
complement the customer’s figure—and doing it tact- 
fully—is an important part of the salesperson’s job. 
Select a fairly long, slender silhouette bag for the woman 
whose figure needs slenderizing. Show a soft pouch to 
the tall girl. (Never offer her a square boxy bag, be- 
cause it will make her look gaunt.) 

[TURN TO PAGE 64, PLEASE] 
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GALA SHOES 


FOR 


GALA NIGHTS 


Gold Kid and Satin Most Popular Shoes at Season's 

First Formal Parties. White Dresses, Ermine Coats 

and Jackets Offer Possibility of Wide Range of 
Shoe Colors. 


EVERY sign points to a very good season for evening 
business. Judging from early indications plenty of 
evening shoes will be sold. The opening night at the 
Metropolitan Opera brought out a great variety of 
dresses and furs with appropriately luxurious footwear. 
Many of the dresses had the long full skirts that seem to 
belong to formal evenings more than any other style. A 
few dresses even had hoops. In these dresses chiffon, net, 
lace and ribbed bengaline is being used. The crisper, 
shinier satins are seen in this full-skirted style and also 

[TURN TO PAGE 75, PLEASE] 


Below, left to right: Gold and silver combined in classic sandal 

by Jerro. Black satin strips, rhinestone-studded, underlaid with 

gold mesh, form interesting sandal by Palter DeLiso. High- 

riding silhouette in mesh and gold kid trimmed with rhine- 
stones by Delman. 








Gold kid or mesh or beige satin could be used 
as a charming blend with this champagne 
colored lace dress shot through with gold 
threads. Or a satin shoe in a brilliant contrast 
color would be equally smart with it. “Midas 
Gown” by Sophie of Saks Fifth Avenue, shown 
in the Elegance Scene of Fashions of the Times 
presented by The New York Times. 
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W. W. STEPHENSON 
President 


HAROLD R. QUIMBY 
Secretary 





LAWRENCE 8. SHEPPARD 


Treasurer 


NSMA FORMS F()[NDATION 
TO AIP HISABLED FEET 


NATIONAL ORGANIZATAION DEVOTED TO DEVELOPING, 

MANUFACTURING AND SUPPLYING SHOES FOR ABNORMAL 

FEET TO BE NON-PROFIT PROJECT—FUNDS TO BE SUPPLIED 
BY INDUSTRY'S VOLUNTARY CONTRIBUTIONS 


A NATIONAL organization to develop, manufacture 
and supply special shoes for individuals with deformed 
or disabled feet has been formed by the National Shoe 
Manufacturers’ Association. Members of the Board of 
Directors of the association endorsed the project at their 
meeting in Chicago during the National Shoe Fair, and 
a certificate of incorporation has been filed. The organi- 
zation will be known as the National Foundation for 
Disabled Feet, Inc. 

At the first formal meeting of the incorporators held 
on November 19th, W. W. Stephenson was named presi- 
dent; Lawrence B. Sheppard, treasurer, and Harold R. 
Quimby, secretary. 


The foundation will provide shoes for indigent indi- 


viduals and those in low income brackets at a price com- 


mensurate with their means, the association has an- 
nounced. Higher prices will be charged to those who 
can reasonably be expected to pay more. 

The Foundation, which, it is planned, will operate on 
a self-sufficient basis, has been incorporated with an 
initial capital of $250,000 to be raised by voluntary con- 
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tributions of the members of the shoe industry. An 
appeal for contributions has been made by the associa- 
tion to its members, and a Budget Committee, respon- 
sible for fund raising, is being appointed. Since the 
organization will be operated as a non-profit member- 
ship corporation, a request for a ruling by the Com- 
missioner of Internal Revenue that contributions to this 
organization constitute charitable contributions under 
the Federal Internal Revenue Code has been requested. 

Pathological cases requiring medical care and special 
shoes not obtainable through normal commercial chan- 
nels will be handled by the Foundation. Competent 
medical and shoemaking personnel will supervise oper- 
ations. 

A plan has been adopted for the operation of a series 
of branches or clinics in metropolitan areas. These will 
be located, so far as possible, in orthopedic hospitals, on 
or near the campuses of first grade medical schools. It 
is hoped that staffs of the hospitals and medical schools 
will provide medical personnel for these clinics. Techni- 

[TURN TO PAGE 72, PLEASE] 
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BOOTMAKER 


CARRIES ON 


I AMIL R ADI 10) The modern edition of several generations of custom boot- 
makers, Harry Aiston personally sketches the boot as the 


customer desires it. Mr, Aiston is a resident of Highland 
Park, a Chicago suburb. 





From the paper pattern, a last is then made for each boot Joseph Prehnal, who learned his trade as a master cutter 

by one of the European-trained master craftsmen. Charles and fitter in Germany, France and Hungary, fits the 

Zalesky, here, painstakingly files a last for a pair of newly made last to the paper pattern as a final check 
custome-made polo boots. before cutting the leather. 


After approval by Mr. Aiston of the Mr. Aiston and Mr. Prehnal study a stitched upper and carefully examine 
lasts and patterns, cutting of the care- the conformation of last to pattern, for a street shoe, which the custom 
fully selected leather begins. firm makes in addition to its specialty of boots. 
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Bootmaking Is a Craft Which Is Plied by the Custom Boot- 

maker in Much the Same Way Today as It Was in His 

Father's and Grandfather's Time. Here Is How One Well- 
Known Chicago Custom Bootmaker Operates. 


The hand crimping machine, which is used to bend the leather 
into the desired shape for the boot vamp, has been in the posses- 


sion of the Aiston family for 150 years. 


NUCLEAR physicists have made an 
atom bomb; scientists can partially 


control the weather; industrialists 
have advanced to the horizons of 
mass production; but Harry Aiston, 
of Highland Park, Chicago, is the 
happy and successful owner and 
operator of a business working al- 
most identically as it did some two 
centuries ago. 


One of the final steps in the bootmaking process is the treeing 
operation, So that the boot will develop shape and stand up, 
it is soaked in water and the tree inserted. The boots are 


Mr. Aiston, who runs a custom 
bootmaking firm in the tradition of 
his father and grand father, has 
found that, in an age of lightning 
progress, a little specialized back- 
wardness can be profitable. 

The first Aiston bootmaker began 
fashioning hunting boots in Lon- 
don, England, in 1778, and Mr. Ais- 
ton’s grandfather founded his shop 


allowed to stand for three or four days. 


— 





¥ 


When the uppers have been completed, the 
boot is fitted over the last and nailed to it. The 
sole welt is then sewed on by hand. 


in the United States some 67 years 
ago, after serving in Queen Vic- 
toria’s Life Guard. Boday, from the 
time the original sketch leaves Mr. 
Aiston’s hands, through the cutting, 
lasting, welting and final shining 
with an imported English deer bone, 
the process which turns out highly 
stylized riding boots for a wealthy 

[TURN TO PAGE 57, PLEASE] 


Using an imported English deer bone, “mel- 
lowed” by letting the flesh rot on it before 
removal, Frank Scortt rubs each boot to a 


high soft finish. 
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Phone call to Mother. This youngster “telephones” his mother who is shopping in 
the women’s department downstairs. A trained nurse is always on duty. 


SELLING 


CHILDRENS SHOES 
CAN BE FIN 


IT has long been recognized that the selling of juvenile 
shoes entails not only widespread knowledge, but an un- 
Above: “Drummer limited amount of patience. Few youngsters will sit 
pel con, Cag still long enough to be fitted correctly, and the fitting 
this child, as he has Procedure is often a prolonged struggle between mother 


his shoes fitted. B ; 
a Mies ont and salesman on the one hand and the unhappy child 
salesmen inspect ©D the other. 

shoe fit on the Acknowledging that the important job of fitting the 


Walia o- younger generation with shoes should be painless in 

order to be efficient, Richards, Inc., of Boston, took 
steps designed to make it a happy interlude. They re- 
modeled their downtown store into a mother’s pleasure 
and a children’s paradise, and all three—mothers, chil- 
dren and Richards—are doing nicely. 

The ground floor of this new two-story store, the first 
of its kind in New England, carries women’s shoes and 
accessories. The entire second level, and this is the 
store’s big feature, is turned over to the kiddies—lock, 
stock and shoetrees. 

For them there’s an air-conditioned playroom, with a 
trained nurse on duty, lots of toys and games, a sleep- 
ing room, miniature lavatories, real (though non-oper- 














That's the Experience of Richards, Inc., of Bos- 
ton, Where a Veritable Fairyland Keeps Children 
Happily Occupied During the Important Process 
of Fitting Their Tender Feet with the Correct 
Shoes—Much to the Satisfaction of Mothers, 
Salesmen and the Youngsters Themselves. 


ative) flying horses and Mother Goose murals. In this 
atmosphere, the children consider shoe buying some- 
thing akin to a day at the circus. And for Mother, it 
means that when Junior’s purchases are completed she 
can turn him loose in the playroom and go downstairs 
to do her own buying unhindered—and confident that 
Junior is well cared for in the nursery. 

The mothers, naturally, are delighted with this in- 
novation. Richards, too, is satisfied with the arrange- 
ment. In its first three weeks of operation, beginning 
in May, the children’s department handled more than 
700 junior customers, and the number has increased 
steadily ever since. With this record, Harry Scheft, 
president and treasurer of the company, is sure that his 
playland-salesroom is here to stay. 

First eye-catcher for the kiddies are the six flying 
horses that line the “World’s Fair Ramp”—a suspended 
stairway—leading to the children’s department. Each 
horse carries a manikin “rider”; each model wears a 
different style of shoes. The flying horses, incidently, 
are authentic. They were obtained from a merry-go- 
round operator through an advertisement placed in Bill- 
board, the show business trade paper. 

The next “attracter” is the line-up of fitting chairs, 

[TURN TO PAGE 57, PLEASE] 


lates 


congratu 
Scheft of Richards, on 
the recent opening of 


his store 


Six fiying horses line the “World's Fair Ramp,” a suspended stairway leading 
to the children’s department. This is a favorite feature with visiting children. 



































ditorial outlook 


Too Late to Turn Back 


Wien President Truman, in the Summer of 1946, 
vetoed the modified price control measure that the 
Congress had enacted and demanded that his powers to 
ration goods and regulate prices, through the OPA, be 
extended virtually without change, he received but feeble 
support from the American people. The best he was 
able to get in the end was an extension of powers so 
limited and restricted that within a few months he gave 
up the fight and practically abandoned any idea of fur- 
ther controls, with the exception of the restrictions on 
rents. 

The people, meanwhile had become so weary of price 
controls, black markets and acute scarcities of meat and 
other necessities that they administered a stinging re- 
buke to the administration in the November elections of 
that year. It looked as if the idea of government price 
regulation in the United States in time of peace was 
dead and buried with little chance of resurrection. 

Nevertheless, at the opening of the present special 
session, called primarily to deal with the problem of 
emergency European aid, the President appeared per- 
sonally before the Congress and asked, among other 
things, for authority to restore “consumer rationing on 
products in short supply which basically affect the cost 
of living,” and also for authority to reimpose “price ceil- 
ings on products in short supply which basically affect 
the cost of living or industrial production.” He also 
asked Congress to authorize “such wage ceilings as are 
essential to maintain the necessary price ceilings.” As a 
necessary cost of living item, shoes would undoubtedly 
be among the products subject to such rationing and 
price control. 

Although they had been forecast by Washington news 
correspondents, these proposals took many business men 
by surprise and, in view of previous experience with 
peacetime rationing and price ceilings, the plea for 
authority to reimpose them at this time seems like an 
extraordinary request. 

But Mr. Truman is too astute a student of American 
politics to call a Congress dominated by the opposition 
party into special session and demand authority to do 
something the country rejected by a resounding major- 
ity scarcely more than a year ago if he did not have 
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good ground for belief that the temper of the people had 
undergone a change. It is true that his request for 
power over rationing and prices was limited in scope to 
a group of commodities affecting the cost of living and 
industrial production. The fact remains that it raises 
once again the question of whether government price 
controls in time of peace are ever justified in a free 
economy and if so whether this is one of those times. 
That is the issue that business men as well as Congress 
have to consider at this time, and they will do well not 
to place too much reliance on the reservation that the 
powers are asked only for use in an emergency. If 
these powers are granted, the emergency undoubtedly 
will arise. It probably will arise in any event if a sub- 
stantial European relief program is voted. 


THE President is probably justified in believing that 
public opinion has changed regarding price controls, 
and if such is the case it must be attributed to the rise 
in prices of virtually all cost of living items that has 
taken place since OPA went out of existence. When 
the future of price controls was a live issue before 
Congress last year, strong assurances were given on 
behalf of business and industry that if the controls were 
removed, production of scarce commodities would in- 
crease and prices to the consumer would be lowered. 
These assurances were sincere and well grounded at the 
time, but due to unexpected developments affecting 
demand and supply they were not subsequently fulfilled. 
Production in some lines has increased; in other lines, 
such as shoes, for example, it has declined. Prices on 
all cost of living items have risen very substantially. It 
is quite likely that an accurate test of public opinion 
today would show a rather substantial sentiment in favor 

of some action to halt the setady rise in prices. 
Nevertheless, it is the belief of Boor anp SHoe Re- 
CORDER that it would be unwise to confer upon the Presi- 
dent at this time the price control powers which he asks. 
He is correct in his declaration that the inflationary price 
rise is causing distress to millions of Americans. He is 
right in his view that if continued it will become a 
threat to the prosperity and stability of the American 
economy. But we don’t think the present upward spiral 
[TURN TO PAGE 65, PLEASE] 
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Don’t be a 


HEEL-PUNCHER 


Change to 
DARE X’ COUNTERS. 


and feel the difference 


*Reg. U. S. Pat. Off. Dorex Counter Material is especially designed for making counters 
under U. S. Potent 2,111,205 and Conadian Patent 381.303. 





Darex counters give comfortable shoes that 
hold their style lines without pinching the 


wearer's heel. Darex counters are available from 


ENGEL-LEWIS COUNTER CO. 
MERRIMAC, MASSACHUSETTS 


CENTRAL COUNTER CO. 
ST. LOUIS, MISSOURI 


VAN HORNE KAESTNER LEATHER CO. 
MILWAUKEE, WISCONSIN 


A PRODUCT OF 


DEWEY and ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASS. »« MONTREAL 32, CANADA 








STRESSED IN 
CHICAGO STORE 


“Shoes of Character.” There are three entrances on 
Western Avenue, with a fourth on 63rd Street, giving 
admittance into the children’s department. This is the 
heart of the large shopping area of the city’s Southwest 
side. | 
Upon entering at No. 6307, the customer sees the 
smart, modern Town and Country Room where the teen- 
ager is served. Here flats and low heels are carried, 
appealing to the sports and college crowd. A handsome 
white plaster chandelier in the center strikes the keynote 
of the decor, for the same white material is used to 
outline the fireplace at one side and is repeated in 
huge curving motifs that top the wall columns at each ; 
[TURN TO PAGE 62, PLEASE] 





itis 525 square feet of selling space in a 
T-shaped shop fronting on two streets, Shapiro’s shoe 
store at 6305-6309 South Western Avenue, Chicago, 
claims to have the largest children’s shoe department of 
any store in the city, not excluding State Street. Not 
only children make up the clientele of the store, how- 
ever. Shapiro’s also carries footwear for women, men 
and infants, and offers it under the popular slogan, 





Top of page—A wide curving wall 
is completely covered with fabric 

plaided in gay Mexican colors. F 
Curved settees in back are char- 
treuse, the center one gold color. 





Above, left—Fairy tale themes 
decorate the walls of the children’s 
department. Burgundy sofas out- 
line one wall; opposite wall uses 
ice blue sofas against a blue wall. 


Above—The Town-and-Country 
Room caters to the young crowd 
with flats and low-heeled shoes. 
White plaster strikes a modern 
note in the architectural motifs, 
the fireplace frame, and the center 
chandelier. Green and white are 
the colors carried out here. 


Left—The Palm Room uses palm 

trees in a room with bamboo furni- 

ture mixed with upholstered types. 

The oddly shaped center settee can 
seat many customers. 
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"JARMANS ARE 75% SOLD 
BEFORE DELIVERY TO MY STORE” 


This illustration featuring Jarman's famous 
cushion-insole “Million-cires’ will appeor 
n full color next spring in one of 


Jarman's full page ods in LIFE 











~~ 


~ 
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Season after season, Jarman keeps millions of men informed on the leading styles 
of the style leaders. That's why millions rely upon Jarmans . . . demand Jarmans. Next 
Spring, Jarmans will be featured in ten full color, full page ads in Life, The Post and 
Esquire---the greatest advertising campaign in Jarman’s history. Backing up this 
dramatic advertising, Jarman offers its dealers the most outstanding, professionally 
designed window displays and sales aid materials ever presented to help dealers make more 
sales and greater profits. Actually, Jarmans are practically sold before they ever reach 
the dealer. When the dealer ties in his own promotions with the promotions Jarman gives 


him, his Jarman shoes move rapidly off his shelves. It’s Jarmans all the way for Spring, 1948! 
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DANGER AHEAD? 


THE TAX-EXEMPT 


Why Co-operatives Should Be Subject to Taxation 
on Same Basis as Private Enterprise—The Favor- 
able Tax Position of the Consumer Co-operatives 


by DAVID B. CHASE 
Member of the New York and New Jersey 





Bars and partner in the New York accounting 
firm of J. K. Lasser & Co. Lecturer on Fed- 
eral Taxation at New York University and 
author of books and articles on tax subjects. 


CHAPTER Ill: THE CONSUMER CO-OPERATIVES 


The menace of the consumer co-operatives 


ConcRESss, in the face of pressure groups, has stub- 
bornly refused to place consumer co-operatives in the 
category of tax-exempt corporations. But the courts 
have repudiated this congressional action by allowing 
co-operatives to escape income taxation through the de- 
vice of patronage refunds. While in theory the un- 
allocated savings and reserves of consumer co-operatives 
are taxable, in practice nearly all escape taxation in the 
form of patronage refunds. What would be equally 
ludicrous, if it were not so unfair and painful to the 
American taxpayer, is that patronage refunds as de- 
fined by the courts, are not usually refunds at all. The 
word “refunds” has been tortured to include the issu- 
ance of shares of stock and promissory notes with long 
maturities. That is to say that if a co-operative wishes 
io escape taxation, which is nearly always the case, and 
at the same time wishes to hold on to its funds for ex- 
pansion and growth, it need merely pass out pieces of 
paper to its patrons printed in the form of shares of 
stock or bond certificates. No private corporation can 
escape taxes that way; in fact the income would be 
doubly taxed, once in the hands of the corporation and 
then again as dividends when distributed. But this tax 
loophole through which consumer co-operatives escape 
taxation, provides some fancy tax-free-wheeling for 
patrons. Not only does the income of the co-operative 
escape taxation by distributing some paper in mock 
obeisance to the principle of patronage-refund distribu- 
tions, but a free-tax pass is given to the patron-recipient. 
He is not taxed on the income under the tenuous assump- 
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tion that the distributions he received are mere re- 
adjustments of the billing prices. 


Are the distributions really income? 
Legally, the answer is “no” for the courts have so 
held. But common sense viewing reality emphatically 
says “yes.” The income of the consumer co-operative 
springs from the application of management and labor 
to capital exactly as in the case of the private business 
entity. The economy as a whole furnishes the milieu 
from which these profits are derived. For furnishing and 
protecting this economic environment we all pay taxes. 
but the co-operative escapes them. So does the patron. 

Consumer co-operatives are generally compelled to sell 
at the prevailing market price, or else their patrons will 
stray from the fold. The market price is the competitive 
price fixed by large numbers of competitors who have 
to pay taxes. The co-operatives, which escape these 
taxes, can stay in business—at great social cost to all of 
us—even if they are less efficient than their competitors. 
The market price, fixed to yield a reasonable margin 
f profit to those who engaged in these business activi- 
ties, also yields a return to the co-operative. When dis- 
tributed to patrons the tax is escaped. Thus the co- 
operative can compete successfully, even though it may 
he less efficient, simply because it can escape a heavy 
item of cost—the income tax. The large patron-con- 
sumer can well afford to forget about his small capital 
ownership in the co-operative for his non-taxable patron- 
age dividends are based on the volume of his purchases 
and not his investment. He can thus forego a good re- 
turn on his small investment, which is taxable, for the 

[TURN TO PAGE 62, PLEASE] 
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THE 
ESTABLISHED 


BRAND Kewl 
1S THE ONE 
IN DEMAND ! Caan 


Three score years and ten of reliable shoe making 
command respect. With Selby’s seventy years 
behind them, it’s only natural that CANTILEVERS 
are the shoes women trust for faithful service—that 
dealers depend on for steadily mounting business. 
Business like this has fewer headaches because 


there are fewer returns, more repeats. The 








store in command of the situation features 


the brand in demand—CANTILEVER. 





ARCH PRESERVER + ACTIVE MODERNS 
TRU-POISE + STYL-EEZ + EASY GOERS 
TOWN WALKER + PHYSICAL CULTURE 
GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture + Town Walker + Ground Gripper + Cantilever) 
Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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dren 


Ug buys most chil 





Not (umm... Not them... Its mother... 


He’s daddy. He’s busy making They’re too busy outgrowing shoes. who buys most children’s shoes. . . 
money —not spending it. (And trying to wear them out.) and more of everything else, too. 


She buys more Trimfpoor 
Soft-sole Shoes than any other 
nationally advertised brand 


You reach the profitable Mother Market more easily — 

when you feature best-selling Trimfoot Shoes. Month after 
month, advertisements in 20 publications are helping to 

create a buying habit that continues to build sales for you as 
youngsters start with Trimfoot Baby Deer Shoes right at 
birth and graduate into Trimfoot Pre-School and School Shoes. 
There’s a Trimfoot Shoe to fit every child’s need, from 
birth to teens. And that means extra profits from 
year-after-year sales for you. 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 





BABY DEER SHOES » PRE-SCHOOL SHOES + SCHOOL SHOES 
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LOWEN y te Meet rau 


NOVELTY COLORS INCREASE 
NEW YORK BUSINESS 


ALTHOUGH business in New York 
stores does not equal that of a year 
ago, some stores are showing more 
activity as women begin to buy evening 
shoes and additional daytime footwear 
in novelty colors. Stores specializing 
in this kind of merchandise report the 
best business at this time. 

Figures on the way colors are sell- 
ing in some uptown quality stores 
show that, while black suede is still 
far and away the number one favorite, 
colors are taking more business than 
usual, One merchant reported 60 per 
cent of his busines in black suede, a 
low figure compared with recent Fall 
seasons. Another gave 65 per cent to 
black suede, but 20 per cent to dark 
brown and 15 per cent to green, wine 
and high colors. Almost without ex- 
ception, stores reported some business 
in colors, with green and wine follow- 
ing brown. In some stores Cherry Red 
is continuing to sell and a few other 
bright shades. These have been es- 
pecially popular in alligator. Black 
suede with gold trimming has been 
proving popular among style-minded 
customers. Other novelty colors selling 
somewhat spottily are Balenciaga, 
navy, bronze, gray and gunmetal. 

Increasing interest in closed pumps, 
untrimmed d’Orsay and opera, is re- 
ported. Ankle straps are still strong 
with the single strap more popular 
with the more conservative, smart 
woman. Both extremes in heel heights 
continue to sell. One conservative. 
middle-of-the-road store is_ selling 
shoes with heels up to 24/8. One very 
style-minded merchant is planning a 
window display of heels up to four 
and four and a half inches, not on 
platforms. He expects them to be very 
popular with young girls. Flats for this 
same age group are extremely good 
right now, he has reported. 

This same retailer reports evening 
business very good, “way ahead of last 
year.” Best sellers for evening in all 
stores are gold kid and satin, both 
white and black, followed by silver 


kid, some brocade and mesh. 
* * * 


ST. LOUIS VIEWS ‘48 
WITH UNCERTAINTY 
As the Fall selling period merged 


into the Christmas purchasing season 
buyers in St. Louis were in agreement 
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that dollar volume would hold its own 
during the last month of the year. But 
shoe men were not willing to predict 
whether or not the higher prices which 
will begin to be passed on to the con- 
sumer after January 1, as a result of 
higher wholesale prices, will cause 
dollar volume to recede below that 
of 1947. 

That units can be expected to fall 
off more than during 1947, however, 
there is not much doubt. Currently, 
according to the head of the shoe de- 
partment in one of the leading depart- 
ment stores, units are off percentage- 
wise about the same degree as certain 
shoes have risen in price over the 
corresponding period of a year ago. 
The continuation of such an economic 
parallel would insure a dollar volume 
about on a par with the current year. 

Yet when prices reach the point 
where they are out of reach to most 
of their market potential, buyers point 
out, dollar volume as well as unit 
volume will slip. Just where such a 
notch on the price scale is located is 








GOLD LEATHER SANDALS 
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Gold leather sandals with low wedges 
for all-occasion wear were offered 
by Oppenheim Collins in New York. 











the subject of much conjecture among 
St. Louis shee retailers. 

“What will make it especially 
tough,” one buyer said, “will be the 
continuation of the price spiral in 
other essential commodities. With each 
price hike in bacon or beef or clothing 
or rent there is a correspondingly 
smaller amount of money to be spent 
for shoes.” 

Because of the uncertainty of the 
current situation buyers are stocking 
for Spring with probably more caution 
than they ever have used heretofore. 
At the samz time many of them are 
buying their shoes for delivery on a 
specified “month at a time basis,” to 
insure in stock availability at the time 
when th: demand for a certain shoe 
breaks. 


* * * 


SALES VOLUME OFF 
IN DETROIT 


ALES volume continues to be off in 
most Detroit stores, with typical re- 
ports running between 15 and 25 per 
cent below a year ago in terms of dol- 
lar sales. This fact is made more sig- 
nificant by the still further average 
drop-off reported for pairs sold—a re- 
lationsip that expresses the continu- 
ing upward trend of prices. 

Local shoe men are barely optimis- 
tic over the coming season, expecting 
in general that while the books will 
show normal dollar turnover, the stock 
reports will show smaller pair sales— 
with the sober mood that prevails fur- 
ther deepened by the realization that 
dollars mean less than formerly in 
today’s general rising price conditions. 

Attention to basic and experimental- 
ly novel merchandising methods alike 
is stronger here than in several years, 
because the sounder managers are 
turning to the study of effective ways 
to maintain and/or increase business. 

There is considerable price resis- 
tance from consumers, reflected in the 
resistance retailers themselves are 
putting up to price increases by the 
factories, though so far mostly futilely. 
There is no tendency to resort to old- 
time prewar cut price merchandising, 
aside from normal clearances of par- 
ticular lines. Prices, however, are be- 
ing given more place in advertising 
than was customary, especially in style 
lines. They are not stressed, but are 
clearly indicated in modest type. 

As a result of these conditions, buy- 
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LMtHOH oy the Meld Irade 


ing has been modest by retailers. 
despite an active interest during the 
annual Shoe Fair here. The “old days” 
of buyers eager to pick up anything 
have disappeared in many lines, al- 
though supplies remain generally in- 
adequate to full demand in both men’s 
and children’s lines. 

Retail inventories appear to be gen- 
erally low, and this factor continues 
to cause fairly rapid turnover—a con- 
dition many merchandise men believe 
should disappear as a result of better 
stock control policy—within the com- 
ing months. 

The combination of these factors is 
likely to mean a mild increase in buy- 
ing by retailers shortly after the first 
of the year. 








BALTIMORE WOMEN 
ACCEPTING CLOSED SHOES 
SINCE October, when the demand 


was not so good, Baltimore women 
have been slowly veering toward the 


closed toe and back shoe in black 
suede. The high style ankle strap 
models are moving exceedingly well, 
pushing to the background the tailored 
types and reptiles which heretofore 
had top billing in sales. The feminine 
look is consistently gaining momen- 
tum, and this year women will look 
from the ankles down like their femi- 
nine forebears of three decades ago. 

Miss Ethel E. Bragg, new assistant 
buyer in women’s shoes at Stewart & 
Co., said: “We've had quite a few calls 
for closed toe and back in black suede 
because they’re featured in magazines. 
However, we're still selling more open 
toes and open backs. Black and brown 
suedes have been selling well. We've 
also had a lot of calls in brown suede 
ankle straps. This year we sold a lot 
cf wine and green and some alligator 
calf types. Wine went better than 
green in alligator calf. We’ve been 
selling a few leathers in colored shoes. 

“For children, we're selling dressy 
patent leathers with one ankle strap 
and the regular brown oxford for 
school.” 

Hochschild Kohn & Co.’s, spokes- 
man stated that business was as good 
as 1946, that suedes in ankle straps 
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“Dark and Dazzling” was the theme 

of a promotion by Hess of Baltimore, 

Md., of black and brown suede pumps 
gleaming with sequin trim. 





were selling well and that women were 
accepting the closed toe and heel in a 
reasonably fair amount. Black was the 
big thing here, with green, wine and 
grey moving well in the order named. 
Brown suedes were also in demand. 

In the children’s section, loafers. 
side buckle straps, and saddles were 
the “piece de resistance” with the 
young fry, and red, green and brown 


in leather when available, moved fast. 
* * * 


CHICAGO STORES STRESS 
FLATS 
GETTING considerable play in ad- 


vertising copy the last few weeks have 
been flats and low heels of various 
descriptions. Really “low-down” san- 
dals have been promoted by Stevens 
where a nude style is offered with two 
broad straps across the toes and an 
ankle strap. Lasted on a very low 
wedge this is available in dark suedes 
and in gilt leather. O’Connor & Gold- 
berg, too, have been showing a variety 
of these types. One of the newest is a 
modern version of oxford with high- 
riding front and gypsy seam, a single 
eyelet placed high on the instep. The 
heel section rises in a high line, too, 
a balance for the high vamp. A one- 
inch heel distinguishes this model. 
The baby doll type of low-heeled 
wedge is still popular with the 
younger crowd. Miller, too, features 
a low walking heel on several of their 
all-closed models. 

Retailers report that although there 
is a certain demand for the closed 
shoe, in the main the majority of cus- 
tomers still prefer some opening at 
front or back. They anticipate, how- 
ever, that as Winter weather becomes 
more severe closed types will begin 
to get a greater call. 


Wherever the “new look” is em- 
phasized in footwear, particular stress 
is given to the pump with high riding 
back which terminates in one or two 
ankle straps. Recently presented in 
Field’s Salon is a hand-lasted, hand- 
turned shoe of suede with heel and 
vamp completely covered, one strap 
high on the ankle, another buckled 
across the instep. In dressy models the 
gold note is important. Especially 
effective when combined with black 
suede, these shoes are shown by many 
shops. Florsheim has had success with 
an open-toed pump trimmed with a 
flower-like pompom or ornament, the 
petals narrowly piped with gold. Pre- 
sented with this is a pouch bag of 
suede with gold trimming. Opera 
pumps are frequently featured by 
many houses as the “perfect example 
of a closed shoe suitable to the new 
look.” There are many buyers, who, 
even though they carry (and sell) 
plain opera pumps in their stocks, 
maintain it is a mistake to promote 
these too ardently. They base their 
opinion on the belief that to promote 
active business one should show the 
new and the different, shoes which 
embody definitely new styling rather 
than the conservative pump which has 
seen no radical change in its funda- 
mental design for many years. 








SALES OFF IN 


NEW HAVEN STORES 
New HAVEN shoe dealers agree on 


one point: shoe sales, for the most 
part, have reached a new low. 

Only the dealers in high style, high 
priced, nationally known brands of 
women’s footwear are willing to state 
that they are holding their own in the 
face of the sales slump affecting other 
dealers throughout the city. Custom 
footwear buyers report dollar volume 
increases up to 20 per cent, and unit 
increase up to 15 per cent, over 1946 
returns. 

In the independent moderate and 
low priced shoe salons, women’s shoe 
sales have fallen off as much as 35 per 
cent when compared with 1946 
November mid-month figures. These 
dealers are having their greatest sales 
success with unbranded lines and 
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Selling Children’s Shoes 
Can Be Fun 


[CONTINUED FROM PAGE 47] 


each of which is shaped like a drum. 
The back of the chair is the “drummer 
man,” and his arms and his drumsticks 
form the arm rests for the seat. 


Following the normal sizing pro- 
cedure, the child is guided to the “pos- 
ture platform”—a raised walk where 
mother and salesman check the child’s 
posture in relation to the fit of his 
shoes. Beside the platform is a stand- 
ard X-ray fitter. The posture platform 
and the X-ray machine are the basis 
of the store’s motto—‘We study the 
feet . . . and study the fit.” 

The child’s purchase completed, the 
parent is free to leave the youngster 
in the playroom and go to her own shop- 
ping chores. 

The playroom, which is separated 
from the salesroom by a glass partition, 
is a roomy, air-conditioned dreamland 
for the kids. Little restraint is exer- 
cised over the youngsters and, proving 
that the best laid plans often go amiss, 
the children ignore the desks and tables 
and do most of their playing on the 
rug-covered floor. 

Parents may leave their children in 
the room for one hour, although this 
rule is not strictly enforced. 

Off the playroom is a two-bed sleep- 
ing room, complete with two cribs, a 
dressing table and a mirror. Although 
the beds are used infrequently, one of 
the salesmen reports that they have 
“been in action enough times to get a 
few wet sheets.” 

Wet or dry, the whole idea is paying 
off. Naturally, the parents do nct buy 
shoes each time they leave their chil- 
dren in the playroom. Indeed, many 
parents deposit their flocks, then go off 
to other stores in search of other items. 

This is all right with Richards, be- 
cause store officials know they are gain- 
ing that intangible necessity known as 
good will. And besides, when it comes 
time to buy the kiddies’ shoes, they 
know where mother—and child—will 
want to do their buying. 





Bootmaker Carries On 
Family Tradition 
[CGNTINUED FROM PAGE 45] 


clientele is rigidly unchanged. The spe 
cialization is so exacting that each of 
the bootmakers in Mr. Aiston’s work- 
shop at Lake Street and Michigan Ave- 
nue is a European-trained master 
craftsman. 


Here is a member of the shoe indus- 
try who has little interest in figures 
on production or lowering hemlines! 
As long as the hounds and huntsmen, 
horse shows and riding schools exist, 
so does the custom bootmaker. To Mr. 
Aiston, “Tally Ho!” is a joyful cry. 
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shoes marketed under a house label. 

There are many explanations in 
women’s shoe circles as to why custom 
shoe salons are still forging ahead in 
sales despite the sales slump felt in 
lower priced shops elsewhere in New 
Haven. One school of thought believes 
that shoppers are dipping into their 
savings in an effort to keep up with 
the new high fashion in ready-to-wear 
clothing. Others say that only well-to- 
do patrons are buying these days. 
Most buyers agree, however, that the 
slump is largely seasonal, and look 
for an improvement as the Christmas 
selling season gets under way. 

Open toed sling pumps in black 
suede and black calf are reported to be 
leading women’s footwear sales. These 





two have set the pace for many months 
now and show no signs of losing popu- 
larity, say buyers. Heel heights are 
either very high or very low. 

Still the best seller in the men’s wear 
market is the brown brogue with very 
heavy soles. The ever-popular saddle 
shoe of yesteryear has not regained 
favor with Yale students. 

7 * 7 


GOLD, COLOR BIG SELLERS 
IN MIAMI 


Tuis is the in-between season in 
Miami, and shoe dealers for the most 
part report a slowing down in volume 
sales. Early Fall buying has been 
done, school and college shoes have 
been bought, and it is a little early for 
the Winter visitor to start buying. 
Many of the shoe men are attempting 
to get rid of early Fall stocks to make 
way for the new shoes which will 
appear after January 1 — the start 
of the big social season in this area. 
As an example, some of the tones, 
green in particular, will be radically 
different in the new lines from those 
which have been popular during the 
Fall. 

Gold leather is still going strong. 
Now a number of the popular price 
offerings have appeared in gold. It is 
predicted that gold will continue to be 
in high favor throughout the season. 

Color continues to be good. One 
of the largest store managers broke 
down the color demand thus: red, 45 


per cent; navy blue, 25 per cent; 
wine, off-shades of blue and dark 
green about 10 per cent each. 

Suede continues to lead in popu- 
Jarity, with calf a good second and 
patent, third. Black continues to lead 
in sales volume. 

Low platforms are much in favor, 
with a growing demand for high heels. 

Richards has been stressing satin 
for evening wear—a stately high 
heeled shoe that reflects the bright 
lights. One model has a softly twisted 
vamp; another is a baby doll pump 
which ties dramatically on one side. 
Another best seller is a black calf and 
grey suede pump. A smart black or 
green suede with gold trim is also 
selling well. 

Hartley’s has introduced a Turkish 
toe model in about 20 shades of suede. 
The same model, listed as “The Sul- 
tan’s Favorite,” is offered in eight 
shades of cobra or in gold kid. 

I. Miller has introduced a new 
closed toe pump in two tones that has 
had a nice response. Matching bags 
are available. 

Cowen’s is showing open toe, sling 
back, ankle strap pumps on medium 
heels for sports wear or for dress. 
They are obtainable in black patent, 
red calf or black suede. 

George Black on Miami Beach has 
a new ankle strap, sling back, open 
toe of perforated doeskin spotted with 
14K gold filled underlay. 

No nailhead or glittering decora- 
tions are seen on any shoe. Everything 
is subdued and “elegantly simple.” 
Even the popular priced lines con- 
form to the general ladylike appear- 
ance. 








“The Sultan's Favorite" was the name 
Hartley's of Miami gave fo their new 
Turkish toe sandal. 


Play or leisure shoes are among the 
best selling items at the present time. 
These reflect the trend of the moment, 
a feminine foot. The new shoes are 
graceful in design with more of a re- 
strained elegance than we have had 


for many past seasons. 
oS ©: © 


BRITISH FOOTWEAR PRICES 
TO BE HIGHER 


BritisH men and women will soon 
find that the high cost of living has 
been lifted even more by recent action 
taken in the shoe and leather field. It 
is now clear that footwear prices for 
the British home market will have to 
be increased by at least five shillings 
a pair. This rise is the result of two 
factors, both of which occurred in the 
middle of November. 

One of these contributory causes is 
the removal of the subsidy on leather 
prices. An increase of from three to 
ten shillings is expected to result from 
this action. 

The other is to be found in the sub- 
stantial increases in pay which work- 
ers in the industry are to get under a 
new wage agreement. The minimum 
rate for adult male day workers is to 


fect es 


be raised by from fifteen shillings to 
one hundred shillings, and a gradu- 
ated scale of increases has been agreed 
upon for those now receiving more 
than the minimum rate ranging from 
fifteen shillings to nine shillings. 
There will be proportionate increases 
for workers between 15 and 21 years 
of age. The minimum rate of sixty- 
two shillings for adult women day 
workers is to be raised by ten shill- 
ings. The effect of these increases 
will be an additional average rise of 
two shillings per pair in the price of 
footwear. 

Apart from this, it is possible that 
the price of so-called non-utility types 
of shoes may go up by as much as 50 
per cent in consequence of the higher 
purchase tax rates contained in the 
recently publicized Autumn Budget. 
At the moment it is not clear yet how 
far these increases will affect export 
prices, but it seems inevitable that 
there, too, prices will have to go up, 
although there is the possibility of a 
special export subsidy. 


. 
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VENTS 


RR oreiier are on the march for new and bet- 
ter sources of supply for shoes and services for 
1948 — The Year For Brpnded Lines . . . and the 
line of march is to Philadelphia, for the 34th 
annual M.A.S.R.A. Convention and Shoe Mart, 
January 25-27. Exhibitors sell shoes at Philadel- 
phia because M.A.S.R.A. members and the exec- 
utive committee get behind this show. It's a real 
buying show because it is timed right to permit 
retailers to know the exact requirements for 
spring and summer and to place them for manu- 
facturer’s make-up as well as for spot delivery. 
It’s an all industry show, because every detail of 
the program is worked out carefully to make it 
so. Every one, executives, retailers, participa- 
tors, get a break at the M.A.S.R.A. Convention 
and Shoe Mart. 


CONVENTION AND SHOE MART 





MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


CAL J. MENSCH, Sec'y-Treas. — GEDAR 5148 @ 1429 SHEFFIELD STREET — PITTSBURGH 12, PA. | 
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ASSOCIATION 


PLANS EXPANDED PROGRAM 


Among those in leading 
roles at shoe retailers’ ses- 
sion November 19th were 
(from left): S. W. Silver- 
gold, manager and buyer, 
shoe department, Sibley, 
Lindsay & Curr Company, 
Rochester; Henry A. Reich, 
merchandise manager. B. 
Forman Company, Roches- 
ter; Robert F. Dacey, Water- 
town, association president; 
and Leo Schultheis, manager 
and buyer, McCurdy & Com- 
pany, Rochester, shoe depart- 
ment and chairman of the 
Shoe Group of the Retail 
Merchants’ Council. 


New York State Shoe Retailers’ Group Will 
Sponsor Series of Area Sessions to Offer Help 
to Members in Meeting Their Business Problems 


HIGHLY gratified at the response to its first regional 
meeting on the problems of shoe retailing, the New York 
State Shoe Retailers’ Association is launched on a pro- 
gram of expanded activities and service to its members 
for the coming year. 

The regional session, co-sponsored by the Retail Mer- 
chants’ Council of the Chamber of Commerce in 
Rochester, N. Y., drew 150 Rochester area retailers 
and guests to the Chamber November 19th to hear five 
speakers discuss the establishment of firm, friendly, 
profitable customer relations. 

It will be followed, Association President Robert F. 
Dacey of the H. A. Read Shoe Co., Frank A. Empsall 
Co. Inc., Watertown, told the meeting, by other area 
sessions in 1948 at Binghamton, Albany, Syracuse, and 
Watertown or Ogdensburg. 

Mr. Dacey also announced that the annual three- 
day convention accompanied by a shoe show will be 
revived by the association next June after a wartime 
lapse. The meeting will open on a Sunday evening 
and close Tuesday evening at a site to be selected. 
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A one-day convention was held this year. 

The president also invited all members who can at- 
tend to meet with the board of directors in February 
in Syracuse to work on convention plans. 

Mr. Dacey appealed for renewed interest in the asso- 
ciation to bring its membership to its prewar level. 

O. K. Johnson, Rochester, executive secretary of the 
association, disclosed that the formation of a Rochester 
Shoe Club open to retailers, manufacturers, salesmen, 
jobbers and all others involved in the shoe trade is 
under consideration. 

The meeting was presided over by Leo Schultheis, 
chairman of the Shoe Group of the Retail Merchants’ 
Council and manager and buyer of McCurdy & Com- 
pany’s shoe department. Greetings from the council 
were presented by Madison W. Pierce, treasurer of 
William Eastwood & Sons Co., shoe retailers here. 

The speakers were Henry A. Reich, merchandise 
manager of B. Forman Company, Rochester, on Mer- 
chandising Plans for Meeting Business Crises When 

[TURN TO PAGE 75, PLEASE] 
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Coetan Calf 


is the leather that sells your shoes 
now that customers call a spade a spade 


Nowadays, shoe customers call a spade a spade. They 
are particular about what they buy — they want quality. 

And speaking of spades, illustrated here is a shoe 
on a Parisian-ins ined spade last. It is fitting 
that Cretan Calf was selected to enhance the 
unique styling of this shoe. 

Aristocratic Cretan Calf, long a favorite with 
custom bootmakers, is instinctively associated with 
quality. This superb vegetable tannage, with its 
gleaming richness of finish, adds beauty to any pattern. 

Then, too, comfort goes hand in hand with 
beauty, when you sell shoes made from Gallun 
vegetable tannages. Cretan Calf is glove-soft at the 
first wearing — and remains that way despite 
repeated wettings and dryings. 

Give your customers the quality they are seeking. 
Build a profitable sales volume founded on 
satisfaction. Check the Gallun numbers in your orders 
to leading manufacturers. A. F. Gallun & Sons 
Corporation, Tanners, Milwaukee, Wisconsin 
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Danger Ahead? The Tax-Exempt Co-op 


larger non-taxable return he gets in the 
form of patronage dividends. The irony 
of it is that he can get another tax 
benefit, too, when he sells his invest- 
ments in the co-operatives at a loss. 

In effect, the privileged tax status of 
the co-operative is tantamount to a 
monopoly privilege that goes untaxed. 
Neither are these monopoly profits 
taxed when they are passed on to the 
patron. One authority, a leading econ- 
omist friendly to the co-operatives, Pro- 
fessor Stephen Enke of the University 
of California, says in an article ad- 
dressed to professional economists: 

“In terms of real economic cost there 
appear to be no general reasons for sup- 
posing that a co-operative is more 
efficient than a private distributor. If 
a consumer does charge lower prices 
than its approximate rivals, the cause 
is less likely to be differences in costs 
than a rare willingness to pass on po- 
tential monopoly profits.” 


An illustration of tax inequity 


To point up the tax inequity caused 


[CONTINUED FROM PAGE 52] 


sumer co-operative can grow and ex- 
pand at the expense of even its more 
efficient competitor. When tax rates 
were low the competitive efficiency of 
the private competitor kept the co- 


sible in large measure to tax privilege. 
That privilege is doubly costly for it de- 
prives the public of competition of more 
efficient producers, and it cost the Trea- 
sury huge loss in revenues, not only 





TREND—RETAIL DISTRIBUTIVE CO-OPERATIVES 


Number of Members Amount of Business 

Organizations (Tensof Thousands) (Millions of Dollars) 
De: Uskssedssesdves 1,114 18.6 $ 49.0 
ES 3,600 67.8 182.7 
ae 3,700 92.3 211.7 
I hou betan bain hana a 3,700 98.9 228.3 
Ae eae 3,950 116.9 345.2 
ers 4,025 121.4 398.5 
SE tck ob eee educa’ 4,150 135.9 466.8 
SS eee 4,286 152.5 557.0 





perative in its place. That is, it had to 
be as efficient as its competitors to sur- 
vive. But that no longer is the case. 
High income tax rates have given an 
insuperable handicap to the competition 
of the co-operatives. 

The numbers of consumer co-opera- 
tives are growing rapidly, their mem- 














Partnership 
Individual 2 Partners 
2Exemptions 2 Exemptions Corporation Co-operative 
eee $102,000 $102,000 $102,000 $102,000 
a ee 64,800 50,958 40,800 None 
Net Income after Taxes $ 37,200 $ 51,042 $ 61,200 $102,000 
by the ability of the consumer co-opera- bership multiplying by leaps and 


tive and its patrons to escape taxation, 
let us set forth a simple illustration. 
We will compare the cases of an indi- 
vidual, a partnership, a corporation 
and a consumer co-operative engaged 
in the same business at the same level. 
We shall assume the co-operative es- 
caped taxation—via patronage divi- 
dends. This assumption is realistic for 
the latest figures show that in 1944 
earnings of these co-operatives were 
$8%. million of which $8 million was 
disbursed in real or paper patronage 
refunds. 

In addition, the stockholders of the 
corporation will have to pay additional 
taxes of roughly $10,000 upon distribu- 
tion, depending on the brackets they 
are in. The co-operative escapes taxa- 
tion merely by issuing $102,000 in stock 
or long-term bonds. 

Reference to the above figures will 
readily show that the co-operative is in 
a favored spot. It can plow back its 
capital and grow rapidly compared with 
private organizations and business. 
That is exactly what is happening. 


Growth of Consumer Co-operatives 


Under the protective umbrella of 
freedom from income taxation, the con- 
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bounds. Their combined purchasing 
power gives rise to regional and district 
wholesale co-operatives which in turn 
begin to develop co-operatively owned 
producing and fabricating businesses. 
Vertical integration is becoming in- 
creasingly common. All these have the 
blessing of tax advantage so that they 
can and do crowd out competition of 
the most efficient producers. Even the 
great unions—including the C.I.0O. and 
A.F.L.—with their increasing power 
and wealth are studying the consumer 
co-operative idea with an idea of 
launching out in that direction. From 
these seeds great oaks can grow that 
may doom the competitive economy as 
we know it. A new kind of monopoly, 
protected by government, is spring- 
ing up. 

In 1944 retail distributive and service 
associations alone did $568 millions of 
bnsiness—an all-time high. Regional 
and district wholesale associations sup- 
plying them did a business of $155 mil- 
lion more. Co-operative factories pro- 
duced goods valued at $65 million. 
twice the amount of the previous year. 

Here is the record of growth—not a 
growth based on efficiency or low cost 
service—but a growth directly respon- 


from the co-operatives, but from the 
competitors who might have been. 





Shoes of Character 
[CONTINUED FROM PAGE 50] 


side mounted with Roman horses’ 
heads. Against walls papered in green 
and white awning stripes is set bam- 
boo furniture upholstered with dark 
green seats, with backs in a green- 
and-white leaf design. 

From this young people’s shop one 
goes directly into the children’s section. 
Here large familiar fairy tale themes 
are used for murals, covering the up- 
per half of the wall space. Everything 
for the comfort and amusement of the 
smallest customers has been thought 
of. There is a play pen, a wee-sized 
swing, a child’s tea table set with four 
small chairs, as well as high-chairs 
placed here and there. Burgundy and 
ice-blue is the color combination here. 

From the children’s department one 
enters the Palm Room where all 
women’s casual and leisure footwear is 
concentrated. The decor of palm 
trees blends well with the bamboo 
davenports and the cream-colored 
leather settees set against a cross- 
striped background. Adjacent to this 
is the salon where all women’s shoes 
are shown, except casuals. A huge 
curving wall serves as backdrop, filled 
entirely with ceiling-to-floor draperies 
of plaided fabric in gay Mexican col- 
orings. Against this are placed several 
curving-backed settees upholstered in 
chartreuse. 

The men’s and boys’ departments 
are in true masculine settings with 
walls of knotty pine, each sufficiently 
apart from the other shops within the 
store so the male customer is not 
troubled by being “mixed up with a lot 
of women.” 
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Shoes in the News 





SANDALS and strap styles for old and young are impor- 
tant parts of the shoe picture for Spring. Barefoot sandals 
and one-strap patterns for children are popular versions of 





Two strap styles newly added 
to the Trimfoot line. Top is 
a simple version of the one- 
strap pump; below it is a 
closed up barefoot sandal 
with double strap treatment. 





this favored style. Sandal types which have a closed look 
despite their open construction are also seen in many 
juvenile as well as many women’s lines. T-strap treat- 
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T-strep sandal in Palomino 
—a soft honey-beige shade— 
shown by Pied Piper Shoe 
Company. The high look ft 
and the closed look are 1948 ¢ 


interpretations. 


BP 


BASS OUTDOOR FOOTWEAR 
leads a Sporting Life! 


The name “Bass” is the best bait for catching the biggest 
share of the outdoor footwear business. Sportsmen know they 
can depend on Bass quality. You can too — because there has 
never been a change in the original Bass pelicy — 


ments, together with ankle strap and cross-strap versions 

are offered by many manufacturers to provide smart new- 

looking patterns to go with Spring and Summer clothes. 
om * + 


“to build the best possible shoe for the 


GROWING in popularity for the past few seasons have 
purpose for which it is to be used”. 


been scuff versions of the soft slipper. Easy to slip on and 
off, these flat slippers have also been appreciated for travel That's why Bass Quail Hunters—Bass Ski Boots—Boss Rangers 
—and Bass Sportocasins—are still way out front in their field! 








Scuff with hand-laced moc- 
casin forepart comes in four 
colors of leather—Christmas 
red, candy pink, heavenly 
blue and royal blue, and re- 
tails at a moderate price. 














because they pack easily and take up little room in a suit- 
case. Shown here is a scuff introduced by Sioux Moccasin 


Company of Lynn, Mass. 
+ 7 7 


F ASHIONS in shoes as well as those in clothing today 
reflect the early days of the American nation. Nothing 
typifies this trend more clearly or dramatically than the 


bee a 


Colonial buckle pump pat- 
tern in gray suede, made oj 
genuine moccasin construc- 
tion. The buckle has a silvery 
finish. Pine Tree Moccasin 
from Hammond Moccasins. 





G. H. Bas 
° Ss 
Dept. 8s & co. 


WILTON, MAINE 
NEW YORK SALE 
658 MARBRIDGE 






popularity of buckles in all forms—as fastening and as 
decoration. Among the smart new shoes offered for Spring 
1948 wear are new interpretations of established patterns 
like the colonial pump, complete with metal buckle orna- 
ment of colonial design. 
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THE “INVISIBLE” SHOE FORM! 


CLEAR PLASTIC! 


PRICE LIST 
Par Pale .ccccccccesscss 1.25 ea Smoll. 
D GeROR Bic cdscccsesse 15.00 doz MP ck ckess 
3 qoee ~ Leecencounece 13.50 doz 
EO re 12.00 doz. 


C1 doz. Pimail @ 15.00 ( 3 doz. small @ 13.50 [7] 4 doz. small @ 12.00 
3 doz. large @ 13.50 [) 4 doz. lerge @ 12.00 
(] LARGE 
talog ‘‘Modern Design on Display’’ 


(] 3 doz. large @ 15.00 
aaa PAIR @ $1.25 PER PAIR. 


[[] Please send, without obligation, your 
contoining 60 illustrations of modern Quteres. 
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FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


SIZES 
PT Fe 
she uhh eel 5%-6 Shoes 

Trade Mark Registered* 
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FOR FIRST STEPPERS 


ALL LEATHER PRE-WELT CONSTRUCTION 


216 2-4 Moc. Vamp.. 
1-4 Plain Toe Vamp 


ALWAYS IN-STOCK FOR 
IMMEDIATE DELIVERY — ORDER 
AS MANY OR AS FEW PAIRS 


AS YOU NEED os 
SURREY FOOTWEAR, inc. 
143 Duane St, New York 13, W. Y 


See us at Philadelphia Show, Jan. 25-27, Ben. Franklin Hotel, Room 378. 






. $1.60 
1.55 
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women. 


the shoe. 
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Zone. 














The Rubber “Heel-Guard” That 


STOPS HOSE SPLASHING 


A new fast selling item in 
tremendous demand by 
Slips on quickly 
and easily over the heel of 
Sizes to fit all 
types of heels. 
@ money back guarantee to prevent hose splash- 
Non-skid. 


ing. 
carrying in purse. Designed with eye appeal. 
Black color. Retail price 75¢ a pair. Write for 


discounts and samples. 
Distributors wanted in U. S. and Canada 
RAINCHEK MANUFACTURING CO. 
10 N. DELAWARE STREET, 



























Sold under 





Waterproof bag included for 










os 





INDIANAPOLIS 4, IND. 














How a Shoe Store Sells Accessories 


[CONTINUED FROM PAGE 41] 


Miss Crawford and her saleswomen 
display the merchandise gracefully on 
the counter for the customer’s inspec- 
tion. “Watch her reaction to the bags 
you are showing. Invariably you will 
find that she gravitates toward one 
handbag or belt. Even if you think 
that another style might be more be- 
coming to her, remember that by now 
price is probably guiding her decision, 
and do not embarrass her by forcing 
a higher-priced handbag upon her.” 

All fine bags should bear close inspec- 
tion. “Be sure to show the interior 
of the bag and point out its salient 
features—well made linings; gold pip- 
ings; fitted compartments for cosmet- 
ics, mirrors, and the like; slide fastener 
sections for papers and checkbooks.” 

Coordination of accessories requires 
great skill, says Miss Crawford. “Over- 
coordination is a hazard. Nothing is 
more monotonous looking than a woman 
whose fear of applying the wrong color 
leads her to using accessories all in the 
same shade. For example, consider 
the woman who wears a black or a 
brown suit and insists that she cannot 
buy a red or a green bag to spice it 
up, because ‘it will not go with my 
brown or black accessories and I can- 
not afford a complete set of matching 
accessories’.” 

Of course, a black bag is basic, be- 
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cause it blends beautifully with red, 
green, or gray shoes. If a woman can- 
not afford to buy more than one extra 
bag for her wardrobe besides her basic 
black or brown, then show her a high- 
style bag either in a neutral or a gay 
color that will provide nice contrast 
for her footwear or gown. 

Miss Crawford believes that every 
woman should have a red or wine hand- 
bag in her wardrobe. “It gives a lift 
to any costume and will not clash with 
shoes, regardless of their color. Red, 
green, and other high-fashion tones can 
always be the third color in a woman’s 
ensemble.” 

For a woman who wore black shoes 
and hat with a gray suit, Miss Craw- 
ford suggested a bright red handbag 
as a third hue. It was apparent to 
the customer immediately that it made 
her costume far more arresting. “This 
is the way that accessories work to 
make a costume new a dozen times. 
And this is the way that a salesperson 
can double and treble her handbag 
sales.” 

Monogramming will make any hand- 
bag more interesting. Smart counter 
displays of monograms and mono- 
grammed bags will stimulate interest. 
Wetherby-Kayser sells initials and at- 
taches them free of charge. “We try 
to put them on in an individualized 


fashion and in sizes in keeping with 
the proportions of the bag. Although 
relatively inexpensive, they give any 
bag a costlier look.” 

Miss Crawford maintains that sell- 
ing hosiery is the forte of the shoe and 
accessory store. Hosiery shades should 
be chosen carefully so that they com- 
plement shoe as well as dress colors. 
With a wide range of hosiery colors 
and deniers from which to choose, the 
consumer can be sold a pair of hose for 
every occasion and costume. Wetherby- 
Kayser’s style-conscious saleswomen 
have had outstanding success in sell- 
ing two and three different colors and 
weights to one man or woman. In- 
cidentally, men appreciate accessory 
counselling service and make good 
come-back patrons when they are given 
intelligent help in buying for the dis- 
taff side. 

Key your accessory buying to cur- 
rent fashions. lert your salesforce 
to style significances. Offer person- 
alized, intelligent service to each cus- 
tomer, whether she buys this time or 
not. It’s a simple but comprehensive 
formula for putting a listless accessory 
department on its feet! 


Miami Beach Shoe 
Salon Opened 

MIAMI BEACH, FLA. — The newest 
shoe salon to be opened on Lincoln 


Road is the Edgar Lawrence shop 
opening this week at 828 Lincoln Road. 
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Mass Production Merchandising 


WHEN Mrs. Houston shops for shoes in the new $12 mil- 
lion store opened this October in Houston by Foley's, she 
usually wants to take them home. Normally, this would 
call for wrapping and crating to her car. But not at Foley's 

There, Mrs. Consumer just pays or signs a charge slip 
and forgets about her package. When she goes to her car 
in the roomy new parking garage provided for customers 
by the Houston store, she finds her purchases—ready wrap- 
ped and placed conveniently in her automobile. 

The factory line technique is carried out in detail, elim- 
inating much handling of merchandise. The merchandise 
for the store will be brought in on the Travis Street side 
of the parking garage and unloaded from trucks on the 
receiving platform at the mouth of a large chute. It goes 
by chute to the garage basement, thence by conveyor across 
the basement, under Travis Street through the tunnel and 
into the basement of the store. Here it is uncrated, marked, 
priced and sent direct to the department for which it is 
intended by automatic wheeler lifts. This unloads the mer- 
chandise in stock areas immediately behind the sales floors. 





This merchandise is carefully packaged in the department | 
in which it is purchased, then placed in a huge spiral chute | 


shaped like a vertical tube running from the sixth floor to 


the basement. The package exits from the spiral chute onto | 


a conveyor belt, which takes it to a sorting ring in the 
basement. Here it is quickly rerouted by hand either te 
the first floor garage or to the basement. 


Editorial Outlook 


[CONTINUED FROM PAGE 48] 


will go very much farther, even without price controls. 
We believe, and our belief is based in part on what is 


happening in the shoe trade, that the consumer is taking 


control of the situation and reasserting his prerogative 
to decide what kind of merchandise he will buy and 
what prices he will pay. Right now the country is in the 
midst of a pre-holiday buying spree, but in spite of it 
signs of consumer price resistance on shoes and many 


other items are clearly in evidence. We believe 1948 | 


will witness the end of the rapid postwar price rise and 
the achievement of at least a relative degree of stability 
in many markets. 

In view of this probability we think it would be an 
error of judgment on the part of Congress to reimpose 
price controls at this time or to clothe the Chief Execu- 
tive with the power to reimpose them. We doubt if they 
would prove effective if they were revived; certainly our 
previous experience with peacetime price control leaves 
little reason for confidence that they would solve our 
present problems. With increased demand for Amer- 
ican goods from Europe, price controls would tend to 
accentuate scarcities and bring back black markets. We 
would find ourselves in a situation more or less similar 
to that which existed before OPA was abolished. It is 
too late to turn back the hands of the clock. Better to 
fight it out on the present line and depend on increased 
production and a revival of competition to take care of 
the problems of price and inflation than to go through 
the experiences of 1946 all over again. 
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BEAUTIFIES your store! 
MULTIPLIES your sales! 


Srack These Special 


pn EX FEATURES $.Ne~ 3-wey on 


EQUIPMENT CO. 
135 So. La Salle Street Dept. B-12 
Chicago 3, Illinois 
ze 


| TSE Oke... 








@ Conceived by foremost cabinet 
designers—created out of rare 
hardwoods, plastics and gleaming 
metal, PRIMEX SHOE FITTERS add 
much to modern store beauty, 
yet their compact size requires 
the minimum floor space. 
MORE IMPORTANT, the many 
mechanical improvements 
enable your salesmen to sell 
more shoes, faster, easier. 
PRIMEX comes in a variety of 
harmonizing woods and styles. 


Write for full particulars. 






© New 


w 
© New low o. 2Mtration 
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NATIONALLY 
ADVERTISED 


THE NAME THAT ALWAYS MEANS 
THE NEWEST LOOK IN FOOTWEAR 
















Viola. High and cuban 
heel in Black suede, Black 
and Brown kid. High heel 


in Red and Kelly Green 
$4.85. 










Alice. High and cuban 
heel in Black suede, Black 
patent leather, Black, 
Brown ond Blue calf. High 
heel in Red and Kelly 
Green calf, Gray and Bal- 
lenciaga suede. 85. 




















Nancy. Black suede, Black 
patent leather, Red and 
Kelly Green kid, $4.85. 
Genuine cobra snake in 
Red, Kelly Green, Brown, 
$6.75. 









All in 
N & M widths 






Estelle. Black, Brown, Gray, 
Navy Blue and Ballenciaga 
suede Black patent leather, 
Red and Kelly Green calf. 
$4.85. Strap is detachable. 







...in the playful...practical...or 
going moed. Delivery December. 





Rita. High and cuban hee! 
in Black suede and Black 
calf. High heel in Brown 
calf, $435. 
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She News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Price Resistance Steers Buying at Boston 





Business Heaviest In Volume Grades As Retailers Widen Price Ranges 
Of Stock to Lure Consumer; Buying In High Grades Cautious 
and On Short Term Basis. 


Boston, Mass.—Convinced that noth- 
ing could be gained by further delay, 
buyers of volume grade shoes who 
came to market during New England 
Shoe Market Week, Nov. 17 to 20, 
placed orders for Spring shoes and 
specified deliveries during January, 
February and March. Most of the 
business booked was placed by buyers 
for chain stores, mail order houses and 
large retail outlets with basement de- 
partments. The majority of manu- 
facturers sold at firm prices. Buying 
volume, however, was not heavy. This 
was the story in the Statler Hotel 
where some 300 lines were on display 
under the auspices of the show’s spon- 
sor, the New England Shoe and Leather 
Association. 

At the Parker House, where higher 
grade lines were on display under the 
sponsorship of the Boston Shoe Trav- 
elers’ Association, price resistance was 
still much in evidence and merchants, 
most of them from the New England 
area, bought sparingly with few excep- 
tions, and closer to their needs. There 
were comparatively few orders placed 
which carried delivery dates later than 
February 1. Many of them were for 
January. Exhibitors whose firms sold 
under the escalator clause during the 
National Shoe Fair at Chicago, pur- 
sued the same policy in Boston. 

There was detected a tendency to 
shop at the Parker House. Buyers 
obviously were looking for lines which 
could be retailed profitably at prices 
more nearly in line with what they 
conceived to be the public’s ability to 
pay. These, when, as and if found, 
buyers said, they intended to add to 
their stock of higher-priced shoes and 
operate on an even more multiple- 
price basis than has been their prac- 
tice to date. 

In this, their thinking paralleled to 
some extent, at least, that of the buy- 
ers for large chains and mail order 
houses who were reliably reported to 
feel that consumer resistance is so 
strong that the best and only possible 
course now is to hold retail prices at 
the present level despite the fact that 
the wholesale price average has just 
reached a new high. 
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Dates to Remember 


Warm Weather Opening, Guild of Bet- 
ter Shoe Manufacturers, at Members 
Show Rooms, New York City. 

Week of January 5, 1948 

Monthly Shoe Show, Shoe Travelers As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. January 18, 19, 20, 21, 1948 

Convention and Shoe Mart, Middle At- 
lantic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 

a. January 25, 26, 27, 

Semi-Annual Shoe Show, Northwestern 
National Shoe Travelers Association, 
St. Paul Hotel, St. Paul, Minn. 

May |, 2, 3, 4, 

Fall Shoe Show, Southeastern Shoe Trav- 
elers, Hotel Sheraton, Augusta, Ga. 

May 2, 3, 4, 5, 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. Moy 8, 9, 10, 11, 1948 

Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers Club, Hotels 
Pantlind and Morton, Detroit, Mich. 

May 16, 17, 18, 19, 
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Thus there was found during the 
show and in the volume grades, a 
strong trend toward shoes mmade of the 
less expensive leathers and even of ma- 
terials other than leather. Orders 
were placed in good faith for novelty 
footwear with uppers of capeskin, 
suedine and even plastic. 

Though a “strictly business” affair, 
insofar as the show management was 
concerned, other organizations stepped 
into the breach with two large social 
affairs, both banquets with entertain- 
ment. More than 1200 members of the 
trade attended the banquet of the 210 
Associates, Inc., held on the evening of 
November 18 at the Hotel Statler. The 
affair was arranged for by an able 
committee headed by A. W. Berkowitz. 

The other organized social affair, 
attended by about 300, was sponsored 
by the Boston Shoe Travelers’ Associa- 
tion and was held at the Parker House, 
with retailers who are associate mem- 
bers of the organization as the guests 
of the travelers. Arrangements were 
made by the Association president, 
John Ahearn, and Leon E. Kelley, 
board chairman, working with a com- 
mittee. 


Good Attendance Marks 


Indiana Travelers Show 


INDIANAPOLIS, IND. — Ther 3#th an- 
nual Indiana Spring shoe show, spon- 
sored by the Indiana Shoe Travelers 
Association Inc., was held on November 
9, 10, and 11, 1947, at the Severin Hotel. 





H. H. SMELTZER 


At a luncheon on November 8th, the fol- 
lowing officers were reelected: H. H. 
Smeltzer, president; R. F. Grosskopf, 
treasurer; and H. B. Thrall, secretary. 
C. F. Klaus was elected vice-president. 

There were 110 exhibitors in indi- 
vidual rooms at both the Severin and 
Claypool hotels, displaying perhaps 150 
lines in a show which was the largest 
of recent years. Considering present- 
day conditions, the registration was 
gratifying, show officials said. 

Buying was mainly for immediate 
delivery. 

The men’s field was a style proposi- 
tion — tans, two-tone browns, woven 
shoes and casuals were popular. 

In women’s shoes, the Colonial 
buckle wedge and the Peter Pan wedge 
with cuff pattern were prominent in 
the buying, in all colors. 

‘Children’s shoes showed a trend to 
more and more style, with sling-backs 
and T-strap sandals effective sellers. 

The next show sponsored by the In- 
diana group will be held on the second 
Sunday, Monday and Tuesday of May, 
1948, at the Severin Hotel. The asso- 
ciation has monthly business meetings 
on the second Saturday of each month 
at the Hotel Lincoln and any shoe sales- 
man in the city at that time is wel- 
comed, officials said. 
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Texas-Southwest Shoe Retailers Hold Show 


- 





Prominent at the convention of Texas-Southwest Shoe Retailers Association 
were, left to right: H. E. Knoebel, Fort Worth, re-elected a vice-president; J. W. 
Connor, of the Peters Division, International Shoe Company, St. Louis; Meyer 
Katz, of Joske'’s, San Antonio; Jack Winnick, of Meacham's, Fort Worth, director; 
W. D. Owen, new president, Dalias; O. C. Orman, secretary of St. Louis Shoe 
Manufacturers Association; George Potaschnick, director, Dallas; Alex Hesselson, 
The Fair, Fort Worth, and outgoing president; Harold Gessner, of Oomphies, New 
York; J. J. Byrnes, of Johansen Bros. Shoe Company, Inc., St. Louis; M. A. (Gus) 
Daniels, re-elected secretary-treasurer, of Fort Worth; Mrs. Herbert Levine, of 


Andrew Geller, Inc., New York. 


Fort WortTH, TexAS—Featured as 
“The South’s Greatest Shoe Show,” 
and with more than 300 shoe retailers 
in attendance, the Texas-Southwest 
Shoe Retailers Association closed its 
four-day convention here November 5. 
The convention was the first held by 
the association since pre-war days. 

Spring footwear from every major 
manufacturing and distributing area in 
the country was shown by representa- 
tives of 225 exhibitors in sample rooms 
at Hotel Texas, convention headquar- 
ters. Buying, although conforming to 
the general nationwide pattern of cau- 
tion, was considered satisfactory. 

A featured speaker at the luncheon 
Monday, November 3, was Oscar C. 
Orman, secretary of the St. Louis Shoe 
Manufacturers Association. Mr. Or- 
man dwelt at some length on his home 
town’s role in shoe production. He said 
that the expected output for 1947 is 
93 million pairs, as against the 90 mil- 
lion of last year. He held out no prom- 
ise of price adjustments, but declared 
that “we feel that you can look for- 
ward to a highly successful year, and 
that we will share in your prosperity.” 

Following this, members took part 
in an open forum presided over by 
President Alex Hesselson. At this 
session, Mrs. Herbert Levine, of An- 
drew Geller, Inc., was introduced to 
answer questions regarding trends in 
women’s spring footwear. Mrs. Levine 
said longer hemlines and the “new 
look,” largely responsible for the re- 
newed accent on femininity, have 
brought sandalized pumps and ankle 
straps into the fashion spotlight. She 
indicated color choices would be black 
patents, red, greens, blues, and some 
bronze, along with purple, gray and 
multicolor. 

Festivities of all sorts played a ma- 
jor part in the success of the show. 
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The meeting was given a rolling start 
Sunday evening, Nov. 2, with a cock- 
tail party. Later that evening mem- 
bers were given free tickets to a Fort 
Worth-Dallas ice hockey match at Will 
Rogers Memorial Coliseum. 

On Monday the ladies were enter- 
tained with a luncheon and book re- 
view at the Colonial Country Club, 
with Mrs. Dave Tandy of Fort Worth, 
chairman. A ladies’ bridge luncheon 
at Glen Garden Country Club was a 
Tuesday feature. Mrs. Paul Baker 
was chairman for the day. Mrs. Gus 
Daniels was general chairman, and 
Mrs. Sneed Lary co-chairman. 

At a men’s luncheon Tuesday, Mr. 
Hesselson introduced Rabbi Samuel 
D. Soskin of Temple Beth-E] in Fort 
Worth, who gave the invocation. New 
officers and directors were elected at 
this session. Other entertainment fea- 
tures were a buffet supper and dance 
Monday evening, and a floor show and 
dinner-dance Tuesday evening. 

W. D. Owen of Dallas was raised 
from a vice-presidency in the Associa- 
tion to succeed Mr. Hesselson as presi- 
dent. Members re-elected Mr. Daniels 
as secretary-treasurer. Re-elected as 
vice-presidents were H. E. Knoebel, 
Fort Worth, and Bernard Gardner of 
San Antonio. 

Directors chosen for a _ three-year 
term are: Joe Dacy, Austin; W. P. 
Barnes, San Angelo; Harry Scoggins, 
Houston; and G. V. Nickless and Jack 
Winnick, both of Fort Worth. Two- 
year directors: J. R. Redden and 
George J. Richard, both of Dallas; A. 
L. Strom, Amarillo; Ben Phelps, 
Shreveport, La.; O. E. Evans, Wichita 


Falls. One-year directors; George 
Potaschnick, Dallas; Guy Conover, 
Beaumont; Harry Davis, New Or- 


leans; W. Ralph Watson, San Antonio, 
and Bill Collins, Lubbock. 





Buffalo Retailers 
Elect Officers 


BuFFALO, N. Y.—Michael Santercole 
was elected president of the Greater 
Buffalo Shoe Retailers Association at a 
meeting in 416 Pearl St. Edward Lauk 
was elected vice president. Other offi- 
cers are: Oliver F. LeReau, secretary; 
Benjamin Etkin, treasurer, and George 
W. Cooke, chairman of the board, were 
re-elected. 





N. Y. Shoe Travelers to Hold 
Annual Meeting and Election 


New York—The annual meeting and 
election of officers of the Shoe Travelers 
Association of New York will be held 
on December 9th at the Hotel Colling- 
wood, 35 West 35th Street, here, it has 
been announced. Preceding the gen- 
eral meeting, a housewarming of the 
newly furnished clubrooms in the Mar- 
bridge Building is scheduled between 
4 and 5 P. M. A cocktail party and 
smorgasbord will follow the elections. 

The slate of officers to be presented 
to the membership is as follows: Wil- 


liam H. Burger, president; William 
Monsees, first vice-president; O. E. 
Hoskinson, second _ vice-president; 


Charles Havranck, secretary-treasurer ; 
and Herbert Spahn, assistant secretary. 





Chicago Travelers 
Announce Plans 


Cuicaco—For the coming year the 
Shoe Travelers Association of Chicago 
has decided to lessen the number of 
their shows, it has been announced. 
Instead of holding 11 throughout the 
year as in the past, they plan on only 
five shows, expecting to make each of 
these five more important and compre- 
hensive than the former monthly events 
were. 

The first show will be a 4-day affair, 
from January 18 through 21, with em- 
phasis given to Spring lines. The 
second show will be March 1, 2, 3. In 
June there will again be a four-day 
show when Fall merchandise will be 
stressed. The June dates are 27-28-29- 
30. The following event will be August 
30, 31, Sept. 1. And the last one of 
1948 is scheduled for November 29, 30, 
Dec. 1. 

All these shows will be at the Hotel 
Morrison. 

It was also revealed that the annual 
Christmas luncheon for members of 
the Shoe Travelers Association of Chi- 
cago will be held on December 26 at 
1 P.M. at the Hotel Morrison. Ballots 
which have been mailed in will be 
opened at this time and the newly 
elected slate of officers for the coming 
year will be announced. Reservations 
for the luncheon should be sent to Miss 
Grayce Mattes, Room 818, Hotel 
Morrison. 
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A SOUND 





Make arch type sales 
contribute 

while, consistent 
profit with Adelia. 
Stocks turn over 
faster, replacements 
arrive on time; Re- 
sult: More satisfied 
customers and ample 
sizes to fit them 
properly; and no lost 
sales. Write 

or wire re- 
quirements 
today. 













CATALOG ON REQUEST 
STRONG ALL KID LINE 
Long Run of Sizes and Widtns 


To Retail about $6.00 


FORALL your 
ARCH TYPE REQUIREMENTS 

















Black Kid 4 Eyelet | 


_GYPSY OXFORD 


A, B, C, D, E & EEE. 
14/8 HEEL. 


ALL IN-STOCK 


MONROE BROTHERS & COMPANY 
$35 NORTH 19TH STREET 
PHILADELPHIA 
ESTABLISHED 1817 





SOURCE 













Style 
6007 




















Style Interest At 
Iowa Spring Show 


Des MOoINEs, IA.—Spring shoe colors 
will be gay and flashy, officers of the 
Iowa Shoe Travelers Association re- 
ported after the association’s annual 
Spring show here November 9, 10 
and 11. 

The show at Hotel Fort Des Moines 
brought the most registrations, both 
of manufacturers’ representatives and 
merchant buyers, in several years. 
Harold S. Marple, Des Moines, secre- 
tary-treasurer of the organization, said 
170 lines were represented and 400 
merchant buyers registered. 

Harry C. Gruber, Des Moines, newly 
elected first vice-president, said women 
will wear a lot of gaudy tones—high 
red, blue and green, raspberry pink, 
cinnamon and biege. 

Marple also reported that for men, 
white buck oxfords with red crepe 
soles and coca color suede were popu- 
lar. Although browns and whites con- 
tinued to be requested by several buy- 
ers, the other types led them in pair 
age, Marple said. 

Other representatives said that while 
crepe soles in men’s shoes were accept- 
ed, some merchants felt they were a 
little high in price, particularly for 
sales in smaller Iowa towns. 

Different representatives said prices 
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have increased wholesale from 35 cents 
to $1.25 a pair for children’s and men’s 
shoes with the increases in women’s 
footwear running from 65 to 75 cents 
a pair. 

One representative was showing sev- 
eral shades of biege for early Spring 
with three very light pastels for later 
Spring wear, after the topcoat season. 
The pastels were in lilac, pink and 
lemon. 

With the exception of Gruber, the 
new first vice-president, all other offi- 
cers of the Iowa association were re- 
elected. They include Warren F. Cran- 
dall, Des Moines, president; Bernie R. 
Boyle, Red Oak, second vice-president, 
and Marple, secretary-treasurer. Gru- 
ber succeeds Ralph N. Dow of Des 
Moines. 

Tentative dates for the association’s 
1948 show were set for May 9, 10 and 
11 at Des Moines. 





Norton Thompson Heads 
Mid-Continent Travelers 


OKLAHOMA City, OKLA.—Buyers at- 
tending the three-day show of the Mid- 
Continent Shoe Travelers Association 
here last month were “in a cautious 
mood” and “buying sparingly,” accord- 
ing to observers close to the show, in 
which some 125 lines were exhibited. 

At the annual election of officers of 


For Sales Impelling... 
POINT OF PURCHASE DISPLAY 








THE-SHOE DISPLAY DE LUXE 


“Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It's a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumsB CLERK 


C. M. BYE, Mgr 
OSSEO, WISCONSIN 


the Association, held on the first day, 
Norton Thompson, of this city, was 
elected president; vice-president, Bob 
Mooney, of Tulsa; new members of the 
beard of directors, Earl Haney and 
Frank Greenwald, of this city. 

E. J. Eichhorn, secretary-treasure1 
of the Association, said that reticent 
buying was manifested particularly in 
children’s and men’s lines for January 
and February delivery. 


Will Take Over Shoe Store 
Under Changed Name 


ALBANY, N. Y.—Cordell’s Shoe Store, 
37 Maiden Lane, will be taken over 
January 1 by Charles I. Chenfeld of 
Pittsfield, N. Y., and an Albany part- 
ner. 

Mr. Chenfeld, who formerly managed 
the A. S. Beck shoe store at Steuben 
and N. Pearl Sts., Albany, and who 
has been for the last seven years man- 
ager of the Kohn Brothers shoe store 
in Pittsfield, said he would spend about 
$1,500 remodeling the store and would 
reopen it late in January under a new 
name. The store will sell women’s and 
girls’ shoes. 

Mr. Chenfeld and his Albany part- 
ner, whose name has not yet been dis- 
closed, have purchased the fixtures and 
some of the stock of the present store. 
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ARLINGTON 


SEND 


111 
THAT WILL BUILD YOUR JUVENILE FOOTWEAR SALES! 


A Complete Juvenile Line 





me Sis 


WIDTHS: A to EE 
Welts and Pre-Welts 


Forty years of specialization results in shoes 
that SELL! From Infants to Misses these 
have the latest lasts with wide ball and 
heel base for good tread, short backs for 
ankle-hugging fit. Made right and priced 
right to keep your juvenile foot-wear sales 
growing! 


George’s 






Shoes 


SEND FOR FREE AD MATS 








Tr ae 


NEW JERSEY 


FOR CATALOG 











California Fashion Show Explores Future 





Los Angeles Shoe Manufacturers Create New Designs for “New Look,” 
As Interpreted By West Coast Studio and Manufacturer’s Stylists 


Los ANGELES, CAL.—Establishing a 
wealth of style trends, 102 California 
designers in every field collaborated to 
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present “Fashion Futures,” the most 
brilliant fashion extravaganza ever 
produced in the Golden State. Brain- 
child of the Los Angeles Fashion 
Group, the elaborate premiére was 
produced by William Cameron Menzies, 
noted art director for Universal-Inter- 
national Pictures. 

Striking new footwear, originated 
especially for the event, was created by 
Los Angeles shoe manufacturers, each 
shoe specifically designed to bring out 
the foot beauty of the model and to 
harmonize with each costume. 

Whether the skirt silhouette was 
close-wrapped or free-swinging, most 
of the footwear seen with evening 
gowns and suits emphasized closed toes 
and heels. Pumps, notably the d’Orsay 
and opera, were by far the number one 
choice. Rounded toes and high backs 
carried out the feeling of rounded lines 
and the covered-up look in costumes 
for afternoon and evening wear. Bare, 
flattie sandals peeked out from grace- 
ful-skirted beach coats and play 
dresses. A number of high clog san- 
dals were seen and they were particu- 
larly appropriate with tailored casual 
dresses. 

Because apparel of every type has 


gone to such great lengths, the higher 
the heel, the better, seemed to be the 
conclusion in footwear. Four-inch 
heels served as perfect complement to 
descending hemlines, especially with 
the scores of dressy afternoon suits 





as 


One of the most provocative ensem- 
bles at the California fashion extrava- 
ganza was this arresting tog-for-travel 
costume by Bonnie Cashin, 20th Century- 
Fox Studios designer. There's news in 
the color combination, too: cinnamon 
and black. The novel striped spats and 
sun helmet were among the smartest 
accessories shown. Spats button down 
the side and are in a washable fabric. 


and formal gowns. On the other hand, 
the flat wedgie and little conventional 
heel for playtime and leisure wear 
gained new momentum. Ankle strap 
sandals and closed-up pumps, many 
with two rows of straps, were flatter- 
ing with mid-calf and ballerina-length 
costumes. 

A strong revival of satin was noted, 
and the lustrous fabric was seen in an 
amazing variety of colors, oftentimes 
picking up an accent color in the cos- 
tume. 

Suede was noted time and again in 
apparel which included rugged play 
togs, dressy greatcoats, and formal 
gowns, and they were beautifully co- 
ordinated with suede shoes. 

The most notable new colors were 
the rosy browns, which were trans- 
lated into suede footwear. ' 

White was by far the number one 
choice in every type of clothing. White 
footwear in both dressy and casual 
types is thus expected to be a dominant 
factor in next Spring’s selling. 


War Vet Opens Shoe Store 


BROWNSVILLE, FLA. — Biddle’s Shoe 
Store has been opened at 2604 West 
Cervantes Street by Claude Biddle, Jr. 

Mr. Biddle is a war veteran and an 
experienced shoe store operator. He 
managed a shoe store for some time in 
Pensacola, and later went to Vicks- 
burg, Miss., in the same capacity. 
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Pennsylvania Travelers 


Hold Spring Show 


PITTsBURGH, Pa.—Capacity crowds 
attended the recently concluded Spring 
and Summer Shoe Show held in Pitts- 
burgh, Pa., by the Pennsylvania Shoe 
Travelers’ Association. About 150 lines 
of shoes were on display and from the 
standpoint of business written the show 
was highly successful. Practically all 
orders placed were for January and 
February delivery. Most merchants 
would not commit themselves for 
March and April and those who did at- 
tached escalator clauses. 

Most seriously affected by the rising 
costs were the men’s dress and work 
shoes. Many retailers, aware of the 
customer’s reluctance to purchase at 
the prices quoted, refused to order, pre- 
ferring to risk sales by selling the stock 
remaining on their shelves. 

Dominating the men’s field were 
heavy brogues in tans, light colors, 
straight and wing tips, spades and 
moccasins. Spades and moccasins were 
the best sellers. The loafer with the 
buckle outsold similar patterns. The 
scarcity of orders placed for summer 
brown and whites was largely attrib- 
uted to the shipping dates involved. 

Despite fashion predictions to the 
contrary, low heels are being worn with 
the new longer skirts and the demand 
for them has increased. The tailored 
flats retailing from $9.95 to $14.95 and 
in high shades were the most outstand- 
ing. High heels and the 18/8 heels con- 
tinued to hold their own with suede 
platforms selling freely. In open toe 
and heel shoes, patent leather and calf- 
skin were most desirable. 

The Spring and Summer Shoe Show 
was not all business. A highlight of 
the show was a banque%, floorshow, and 
dance for 500 guests in the main ball- 
room of the William Penn Hotel. Joseph 
Harris, secretary of the association, 
whe was in complete charge of the 
show, also planned the entertainment. 

A. H. Hoffman, a member of the 
association for 15 years, was presented 
with a gift by Jack Levy, president of 
the Pennsylvania Shoe Travelers, dur- 
ing dinner. The occasion was Mr. Hoff- 
man’s retirement from the Jarman 
Shoe Co. where he was employed in a 
selling capacity. 

The association has announced that 
its next show, scheduled for May 8th 
to 11th, will also be held in Pittsburgh. 





Opens Ist of Planned Juvenile 
Shoe Stores On Long Island 


FLUSHING, N. Y.—Planned as the 
first in a chain of high grade, juvenile 
shoe stores on Long Island, Bobby’s 
Juvenile Shoes was opened at 187-18 
Union Turnpike here recently by Milton 
Isicson, who for 25 years has been en- 
gaged in the retail shoe business, 17 of 
which as display manager for all of the 
Kitty Kelly shoe stores. 
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No. 8802 Brown with Red Top 
















Give your customers a real buy, partner. 
Cowboy boots that children will really go for. 
Just take a look at that authentic western de- 
signing and all leather construction. Now's 
the time to jump into the saddle and ride that 
orofit range by placing your order today. 


No. 880! Brown with Beige Top 


No. 8803 White with Red Trim 
tate Sizes 48, Regular Half Sizes 


IMMEDIATE DELIVERY 








GERDA roortwear co. INC 


158 OCAns STREET, siete YORK 13. 
“GERDAGRAM' 


FOR EXPORT 























Mr. Isicson designed and laid out the 
store himself, and he expects to open a 
similar operation on Long Island in 
March, 1948. A prominent feature of 
the store’s design is the completely re- 
cessed front, employed to prevent spoil- 
age of displayed merchandise by the 
sun. Carefully choosing the location 
for the venture, Mr. Isicson declares 
that the Union Turnpike will be a main 
trade artery within a year. 

Coleman Goldman is the manager of 
the shop. 


Shoe Firm Signs Lease 
In New Building 


Waite Pains, N. Y.—The Costume 
Bootery has signed a lease for oc- 
cupancy early next year of the one- 
story building now being erected here 
at 193-197 East Post Road, it has been 
announced. 

Allan Lasker is president of the Cos- 
tume Bootery, which handles a high 
grade line of women’s novelty shoes and 
wearing apparel accessories, including 
gloves, hosiery, millinery and costume 
jewelry. The shoe firm was established 
in White Plains in 1939 and is now 
located at 99 Mamaroneck Avenue. It 
also operates a store in New Rochelle. 


Cincinuati Travelers Elect 
Officers at Busy Fair 


CINCINNATI, OH10—Successful opera- 
tion of the Spring shoe fair sponsored 
at the Gibson and Netherland Plaza 
Hotels over the weekend of November 
16 has been reported by many members 
of the Ohio Shoe Travelers Club. 

It was reported that more than 1500 
buyers visited the show to view 200 
lines. 

M. C. Swan, Columbus, Ohio, retir- 
ing president was succeeded by Richard 
Barnes, Granville, Ohio, at the Asso- 
ciation’s annual election. 

Ira M. Longini, Cincinnati, chairman 
of the show committee, was highly 
complimented on the arrangements, and 
smooth functioning of activities. 

The tenor of buying and display indi- 
cated that Spring styles will run to 
more color and decorative lines for 
men’s as well as women’s shoes. 

In addition to Mr. Barnes, other offi- 
cers elected at the club’s semi-annual 
meeting were Lawrence Minor, Colum- 
bus, elected board member for three- 
year term; Walter Skinner, Columbus, 
Ohio, three year term; Elroy Beil, 
Cleveland, two year term; Sam Gross- 
man, Columbus, two year term and 
Max Kraus, Cincinnati two year term. 


71 














announces 


Industry 


327 WEST 36TH STREET 


New Autumn Colors for the Shoe 


PLASTICSUEDE* 


The Only Genuine PLASTICSUEDE* ? 
by PINE HILL PRODUCTS CO. 





CASTLE TRIMMING CO., 


*Reg. Trade Name by PINE HILL PRODUCTS CO., 264 Fifth Avenue, N.Y.C. 


Manufacturers of 
PLASTICSUEDE®* Strippings, Tubu- 
lars, Bindings, Weltings and other 
shoe products by 


INC. 


NEW YORK, N. Y. 



















143 DUANE STREET 





ROMAN SANDALS 
ARE BACK 


ALL LEATHER PRE-WELT 
_ CONSTRUCTION—D WIDTH 


260 2-4 (White Elk) $1.85 
261 4/2-6 (White Elk) 2.10 
262 6'/2-9 (White Elk) 2.60 
263 2-4 (Patent Leather) 1.85 
264 4/2-6 (Patent Leather) 2.10 
265 6'/,-9 (Patent Leather) 2.60 


In Stock for At Once Delivery 
... From 1 Pair to a Thousand 


See us at Philadelphia Show, January 25-27, Ben Franklin Hotel, Room 378 


SURREY FOOTWEAR, Inc. 


NEW YORK 13, N. Y. 


14 RAN 











NO OTHER SUN SHADES 4 


! WARNING! sscrcrseve 


* i 
| Iufra- Chem TRANSPARENT SHADES { 


*Tufna- Chem is our exclusive process, patented and 


secret, which gives your displays far greater sun protection 
than any other shade previously on the market! 


WRITE FOR FREE 20 PAGE BOOKLET 


Address Transparent Shade Co., Box 2135-BS 


Terminal Annex, Los Angeles 54, California 


SPARENT SHADE CO. 


501 N. Figueroa St., Los Ang 


les 12, California 








Washington Newsreel 


[CONTINUED FROM PAGE 32] 


Under Britain’s new plan for in- 
creased exports, the shoe industry is 
required to reach a target of exports 
worth more than $3,000,000 a month by 
mid-1948 and more than $4,000,000 a 

month by the end of 1948. 

Some indication of the size of the job 
confronting the industry can be gleaned 
from available export data which shows 
that footwear exports for the first 
eight months of 1947 totaled about 
$18,000,000. Of this amount the United 
States accounted for about 6,966 dozen 
pairs valued at a little more than $500,- 
000. 

In attaining this new goal, the British 
expect exports to the United States to 
play a much larger part. 

Major difficulties facing the industry 
are the shortage of good quality upper 
leather and the manning of the closing 
rooms in the shoe factories. 

The government expects to overcome 
some of the difficulty by directing 
leather, other materials, machinery, and 
labor to producers participating in the 
export program. It is also expected 
that each major producer will be re- 
quired to sell all or part of his output 
overseas. Calf leathers, in short sup- 
ply, are already being reserved for 
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manufacturers who will use ‘them 
solely for export. 

In regard to moving into the Ameri- 
can market, the influential Lendon 
Financial Times recently stated, “It is 
quite possible to export men’s shoes of 
high and medium qualities to the United 
States. But breadly speaking the U. S. 
will buy only the types of shoes which 
their own industry does not wish to 
make—that is, brogues and heavily 
punched shoes. A small fraction of the 
U. S. market for men’s shoes, which has 
amounted to around 100 million pairs 
in recent years, would mean a great 
deal to British exports, especially as it 
is the more expensive shoes which 
would be taken. It may even be possi- 
ble for British eventually to capture 10 
per cent of that market.” 

The Times further states that “to do 
business seriously in America compara- 
tively large quantities must be offered. 
The only way in which this could be 
achieved would be for the Board of 
Trade to earmark certain qualities of 
leather specifically for export to hard 
currency countries. This would give 
makers who can in the U. S. a chance 
to do so on a bigger scale than at pres- 
ent. It is certainly true that large 
amounts of good leather have been going 
to the home footwear market during 
the past year.” 

As for women’s shoes, the Times ad- 
mits that “it is very difficult to enter 


the U. S. markets except for very spe- 
cialized types,” largely due to style fac- 
tors. “It is in the ordinary common- 
sense walking shoes that Britain is 
preeminent,” the journal adds. 





NSMA Forms Foundation 
[CONTINUED FROM PAGE 43] 


cal operating personnel of the clinics 
will be recruited and trained by the 
Foundation. 

An arrangement has been made with 
the United Shoe Machinery Corpora- 
tion, operators of an Orthopedic Re- 
search Laboratory in Boston, whereby 
the Foundation will be granted a non- 
exclusive, royalty-free license to use 
equipment and processes developed by 
USMC for the supply of these special 
shoes. The facilities of the USMC 
Orthopedic Research Laboratory will 
be given to the Foundation, and the 
company will train Foundation per- 
sonnel in the theory and principles of 
USMC orthopedic shoe processes. The 
company will, in addition, continue its 
research effort in orthopedic theory 
and practice, in order to simplify and 
mechanize present processes, and will 
construct any orthopedic equipment 
needed for the operation of the clinics 
at cost. 
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NEW...PLASTIC 
FOOT ~—e 







only 
A 25 cach 


F.0.B. St.Louis 
Accurate, precision-graduated 

size scale with permanently 
impressed numerals that are non- 
confusing and easy to read. More 

attractive — hygenic. epate 
weight, yet very durab' nde a made of one 
piece of genuine Plexiglas clear plastic. 


Kadtautrwes 
*Clear-as-Crystai” 


LADIES’ PLASTIC 


SHOE FORMS 


\ Ideal for window shoe display forms, 
or for resale. Easily adjustable 

A perfect fit for every foor- 
wear style. Beautiful cranspar- 
ent plastic. 










a 


Pend. ae. 
ms 56° 
F.O.B. St. Louis 


—_ 


Without Obligation, write for com- 
plete catalog of “‘clear-as-crystal’’ dis 
Ay equipment and Radiantrees in bril!- 
tant rainbow colors 
Jobber inquiries invited 
RADIANT PLASTIC PRODUCTS 
Saint Lovis 2, Missouri 








James Barrett, of 39 East Blackford 
Avenue, Evansville, Ind., has been pro- 
moted to manager of Burt’s Shoe Store 
at 431 Main Street. Mr. Barrett, former 
assistant manager, succeeds Thomas 
Ridgdill, who will become manager of 
one of the company’s stores at Little 
Rock, Ark. Assisting Mr. Barrett will 
be Burt Bunnell. 

- = > 

Among those elected as directors of 
the Merchants Retail Bureau of Evans- 
ville, Ind., for the ensuing year are 
Wilbur W. Winslow, manager of the 
Walk-Over Boot Shop; Walter Combs, 
of the Combs Shoe Company; Mose A. 
Strouse of Strouse and Bros., and 
Merritt DeJong, of DeJong’s. 

” > * 


Miss Ruth Schlaschko and Melvin 
Corey of the women’s shoe department 
at the J. L. Hudson Company were 
married recently in Detroit. 

> ” . 

Edward W. Morphy, former executive 
of the H. O. Rondeau Shoe Co. here 
and now general manager of the 
Royce Shoe Co. in Newmarket and 
Claremont, N. H., and Mrs. Esther 
Valentine were married recently in the 
First Congregational Church in Haver- 
hill, Mass. The shoe manufacturer and 
his bride, who is a past president of 
the Farmington Woman’s Club, will go 
to Florida on their wedding trip. 
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About Shoe People 


J. K. Roberts, manager of Allen’s 
Shoe Store at 113 S. Chadbourne St., 
San Angelo, Texas, has been trans- 
ferred to San Antonio to assume man- 
agership of Conrad’s Shoe Store at 329 


E. Houston, owned by the same organ- 


ization. James P. Beard, assistant 
manager of Allen’s, has taken over the 
duties of manager of the local store. 

+ * 7 

The Cannon Shoe Company, nation- 
ally known manufacturers and retailers, 
have opened a Rio Grande Valley store, 
selecting Brownsville, Texas, after a 
survey of the entire Valley. Local man- 
ager is J. P. Lindley, who comes to 
Brownsville from Corpus Christi. 

7 > . 

Honoring Clark Wilcox, vice-presi- 
dent of Field & Flint Co., Brockton, 
Mass., Harry Jay Evans, West Coast 
representative of the firm and presi- 
dent of the N.S.T.A., tendered a lunch- 
eon for him recently at the Los An- 
geles Athletic Club. 

+ > + 

Edward Shaines, operator of a shoe 
store in Portsmouth, N. H., has opened 
a new shoe store in Dover, N. H., in the 
new Long Building on Central avenue. 
Henry Bogdan is to manage the Dover 
store. 

> * . 

Raymond J. Emerling, 55, shoe dealer 
who served four terms as mayor of 
Hamburg, New York, is an independent 
Republican candidate for election to the 
board of supervisors. He began his 
shoe business in Hamburg in 1933. 

. . 

Roy J. LeBlanc, of Shreveport, La., 
has recently joined the United Shoe 
Stores Company, locally owned and 
operated chain of women’s specialty 
stores in Louisiana, Texas, Arkansas 
and Mississippi. 

Mr. LeBlanc’s experience extends 
over a period of nearly 25 years, of 
which the last 14 were spent in Shreve- 
port as manager of a ladies’ shoe store, 
where he is well known to the trade. 
His local headquarters will be at Lane’s 
Shoe Store, 610 Texas Street. 


Hilton J. Kimless, Marbridge Build- 
ing, New York City, is now on his ter- 
ritory as salesman for the new line of 
Tober-Saifer Shoe Mfg. Co., in St. 
Louis, Mo. Mr. Kimless is covering the 
following territory: Pittsburgh East, 
New England States, and Richmond, 
Va. North. 

s . 

When the Chicago Shoe Travelers 
held their regular monthly show at the 
Morrison the end of November, there 
was @ woman representing a shoe line 
among the exhibitors for the first time 
in their history. Miss Grayce Mattes, 
who is executive secretary of the asso- 
ciation, has taken on the midwest rep- 
resentation of a line of shoes made by 
the Roy Shoe Co. of Lebanon, Pa. 
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84 years 
of quality 


The Heywood Shoe is a 
symbol of quality, recog- 
nized by men of good taste 
everywhere. Since 1864 the 
Heywood Shoe has exceeded 
uncompromising require- 
ments of exclusive men’s 
shops. Those 84 years of un- 
challenged distinction add 
new prestige to stores that 
select the Heywood Shoe. 


The Heywood Shoe 


Heywood Boot and Shoe Co., Worcester 4, Mass. 


MAKERS OF THE FAMOUS MATRIX 
SHOES FOR MEN 
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ROMEOS 


.. another PILOT } 
SUPER-VALUE 
x * * 


MEN’S | 
ROMEOS {| 


NEW LOW PRICE 


$9.50 


Immediate 
Delivery 
kid leather, fully 
. ble street 
weor, clear leather soles. Non-meark- 
I rubber heels, Live elastic gore, 
Clean workmanship, top grade stitch 
down construction. Black or wn. 
ANY SIZE FROM 6 to 12. Including 
Half Sizes. 
#9532 Tan Kid Romeos 
#9532 B. Black Kid 


The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Henest-made since (808 





EF A er 


RIDING BOOTS 


Se ee ee 











© English Type 

© Calfskin Kid Uppers 

© Leather Lined 

© Goodyear Welt 

@ Leather Soles and Heels 


800 Ladies’ Brown $11.40 
80! Ladies’ Black $11.40 
Sizes 4-9 
900 Men's Brown $12.00 
901 Men's Black $12.00 
Sizes 62-12 

2/10 N/30 


Send for Samples 


ARNOFF SHOE COMPANY 
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Buying Heavy at Southeastern Show 





A group of officers, members of the board of directors and advisory board of 
the Southeastern Shoe Travelers shown at the recent shoe show in Atlanta, when 
they were reelected for the ensuing year. They are: (seated, left to right) Jack 
Croner, Sam Warum, George P. Bomar, L. A. (Bud) Geriand, Ford Salinger and 
Lester H. Seigel; (standing, left to right) |. Olin White, M. K. Pentecost, E. Marvin 
Cousins, Joe Dannis, Dan Howard, Jack Davis. Absent are Harold Steele and J. R. 


Morrisette. 


AuGusTA, GA.—More than 2000 re- 
tailers and other representatives of the 
shoe industry attended the four-day 
Advance Spring Shoe Show of the 
Southeastern Shoe Travelers, held in 
the Sheraton Bon Air Hotel here early 
in November. Estimates at the con- 
clusion of the show put the total vol- 
ume of business done near eight or 
nine million dollars, which was spread 
over the more than 300 shoe manufac- 
turers and distributors represented. 

According to E. M. Cousins, execu- 
tive secretary of the Association, sales- 
men representing manufacturers of 
shoes retailing from $8.95 to $16.95 re- 
ported an increased demand of 25 per 
cent, after the price advances at the 
National Shoe Fair in Chicago. At 
the same time representatives of higher 
priced shoes generally stated that they 
were selling their allotments and in 
some cases were being asked for in- 
creases. 


James president of the St. 


Legg, 


Louis Shoe Manufacturers Association, 
spoke to the general membership of the 
Association and congratulated the 
Board of Directors and the Executive 
Secretary for “one of the smoothest 
running shows of its kind in America.” 
Following his talk, the officers, board 
of directors and the advisory board of 
the Southeastern Shoe Travelers were 
unanimously reelected to serve for the 
ensuing year. They are: L. A. (Bud) 
Gerland, Atlanta, president; Ford Sal- 
inger, St. Louis, vice-president; Harold 
Steele, Norcross, Ga., secretary; Lester 
Seigel, Birmingham, treasurer; E. M. 
Cousins, Birmingham, executive secre- 
tary; board of directors: George B. 
Bomar, Atlanta, chairman; M. K. Pen- 
tecost, Atlanta; Frank Stevens, At- 
lanta; Sam Warum, Atlanta; I. Olin 
White, Daytona Beach, Fla.; advisory 
board: J. R. Morrisette, Atlanta; Joe 
Dannis, Birmingham; Jack Davis, At- 
lanta; Jack Croner, Charlotte, N. C.; 
Dan Howard, Carlisle, Pa. 





Chatting at lunch are: (left to right] E. M. Cousins, executive secretary of the 
Southeastern Shoe Travelers, James Legg, president of the St. Louis Shoe Manu- 
facturers Association, and E. E. Boswell, executive vice-president and general man- 


ager of the Sheraton Hotels. 
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did you miss this 
at the show? 





Headquarters since 1901 for goodwill 
building 

TOYS « NOVELTIES « SOUVENIRS 
e PREMIUMS e BIRTHDAY GIFT 
SPECIALTIES « GIVE-AWAYS 


Write for our new catalogue, ready about Jan. Ist. 


re Lederer INDUSTRIES, Inc. 


39 West 19th St., N. Y. I 





Gala Shoes for 
Gala Nights 


[CONTINUED FROM PAGE 42] 


in the slimmer, draped skirts. 


Satin is evidently to be the number 
one material in dresses this Winter. 
In evening shoes, too, it is selling very 
well. Women are buying white satin 
to be dyed to match or to contrast with 
dresses, and black satin as contrast or 
matching color. Gold trimming on the 
vamp, or as heel and platform cover- 
ing on black satin shoes, has been used 
in some very smart styles. Many white 
satin slippers are not being dyed but 
kept, as is, to wear with white dresses. 
And white dresses, by the way, have 
registered strongly at several impor- 
tant social events lately. White again 
is very much worn in ermine coats and 
jackets. 


Of course, the idea of contrast will 
also be frequently used this Winter 
and has already been seen many times 
in such combinations as green satin 
slippers with a brown satin dress and 
with a gold lamé costume; blue satin 
with a black dress; gold kid with black, 
with brown, with white and with any 
number of colors since gold is such an 
excellent go-with-everything color. Sil- 
ver is also being sold in all-over silver 
kidskin shoes and as a trimming on 
satin, on black satin, for instance. 


Enough low heels, including a num- 
ber of wedges, have been noted at 
social events this Fall to point to the 
need for including some kid and satin 
flats in your inventory, and in enough 
styles and sizes to suit both young 
girls and mature women. Platforms, 
too, continue very popular in evening 
types. Some are in a contrast color to 
the shoe, a gold kid platform, for in- 
stance, on a black satin shoe. Some 
match the shoe but are picked up and 
emphasized by a contrasting trimming. 
Rhinestones are being very effectively 
used in this way and on the vamps of 
this season’s evening slippers. They 
are also very pretty on mesh shoes, of 
which a number are being worn. 
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Association Plans 
Expanded Program 
[CONTINUED FROM PAGE 60] 


the Period of Rising Prices Reaches 
Its Peak; S. W. Silvergold, manager 
and buyer for Sibley, Lindsay & Curr 
Co., Rochester, on How Consumer Buy- 
ing Is Influenced by the Merchandise; 
Theodore F. Lemm, vice-president and 
general manager of E. W. Edwards & 
Son, Rochester, on How Consumer Buy- 
ing Is Influenced by Merchandising and 
Management Policies; Mrs. Arthur J. 
May, Rochester, on The Consumer 
Takes a Look at the Retail Shoe Busi- 
ness; and Edwina B. Hogadone, super- 
visor of the Retailing Department, 
Rochester Institute of Technology, on 
How Consumer Buying Is Influenced 
by the Salesperson’s Art. 


Mr. Reich predicted that “the next 
six months can see a complete revolu- 
tion in the ‘hoe fashion picture, with 
far-reaching implications as to sales 
volume and profits for the individual 
store. 

He pointed out that “we cannot state 
arbitrarily that prices are too high” 
without a clear picture of the relation 
of prices to wages, savings, supply, in- 
dustrial activity, export and import 
levels. He said it is “conceivable that 
prices may go even higher and still 
be warranted” by these factors, but it 
is “safe to assume on the other hand 
that further sharp rises can precipi- 
tate a crisis.” From that point, he made 
his remarks on fashions, and turned to 
a discussion of inventory. 

Mr. Silvergold said styling or “eye- 
appeal” more than anything else infiu- 
ences the purchase today, especially in 
women’s style shoes where fashion ac- 
counts in good part for impulse buy- 
ing. 

“Color should be extremely important 
and such new shades as pepper green, 
admiral blue, cherry red and misty 
gray are available to us for the coming 
season and so our assumption should 
be that high shades will be very good. 

“Second in importance is the timing 
element With our inventories 
high and all stores offering more to 
the consumer they need not wait for 


any store to receive the shoe they 
want . Therefore deliveries must 
be prompt for the coming selling period 
because we are faced with an early 
Easter.” 

He said Spring will find prices higher 
than ever, from $3 in the medium lines 
to $7 in higher brackets. He urged 
complete price lines so that customers 
priced out of higher brackets can be 
sold in the next lower brackets. Quality 
and appeal, he said, are the only hopes 
in overcoming price resistance. 

Mr. Lemm advised better public re- 
lations, including a “real adjustment 
policy” with personnel trained to take 
the customers’ point of view, instead 
of the defensive. 





SC LOSE-OUT== 
of 15,000 PAIRS of 
SLIPPERS 
at LOWEST PRICES on market 
today!!! 

Ready for immediate delivery! 

ORDER TODAY! 


T-26 Red. Cowhide splits. Biack fur, hand 
beaded, warm lined. Sizes 4-9. 


CLOSE-OUT SPECIAL 
PRICE $1.00 PER PAIR 
314 Top grade elk sole and upper. Black 
fur, hand-beaded, warm lined. Wine, blue, 

trown, red. Sizes 4-9. 

CLOSE-OUT SPECIAL 
PRICE $1.75 PER PAIR 
#356 Heavy felt moccasin slipper. Quality 
= leather sole. Red, blue, wine. Sizes 
CLOSE-OUT SPECIAL 
PRICE 65c PER PAIR 


#300 Infants’ Felt Bootie Sliprer. Soft 
leather sole. Red, blue. Sizes 6-8. 


CLOSE-OUT SPECIAL 
PRICE 50c PER PAIR 


2340 Infants’ Lamb Wool Sheepskin Slipper 
with lace. Leather upper and soft leather 
sole. Brown, red. 


Sizes: 3 4 5 6 7 
Pairs: 4 6 6 10 10 
CLOSE-OUT SPECIAL 
PRICE 35c PER PAIR 


3901 6 Sheepskin Slipper for indoor and 
rubber boots. Sizes 6-12. 


CLOSE-OUT SPECIAL 
PRICE $1.25 PER PAIR 
Terms: Net 30 days F.0.B. Salem 

CHARLES SPIEGEL COMPANY 
411 ESSEX ST., SALEM, MASS. 
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LADIES’ SLIPPERS 
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LADIES’ SLIPPERS 


BUNNY SKUFFS 





for IMMEDIATE DELIVERY 
in a wide range of styles! 


$2.35 per pair 
Sizes 4 to 9 
e 
H—215!1 Women's White, Bark Lea. Soles 
H—2152 Women's Copen, Bark Lea. Soles 
H—2153 Women's Red, Bark Lea. Soles 
H—2158 Women's Pink, Bark Lea. Soles 


P. H. VOLK & Co. 


2-4 W. Lombard St. Baltimore, Md. 
Wholesale Distributors 
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CHILDREN'S SHOES 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.0.8. N. Y. 
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Colors: BROWN or BLACK 
Sizes: 8!/>-12; 12!/2-3 


IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N.Y. 














Buy Savings Bonds 
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Obituaries 





Nicholas Ettelbrick, Sr. 


St. Louts—Nicholas Ettelbrick, Sr., 
71, prominent Illinois shoe manufac- 
turer, and well known to the industry 
in St. Louis, died suddenly early in 
November. 





NICHOLAS ETTELBRICK, SR. 


At his death Mr. Ettelbrick operated 
shoe factories in Greenup, Casey and 
Robinson, Ill., manufacturing infants 
and juvenile footwear. He entered the 
shoe manufacturing industry in St. 
Louis in 1912 but moved his business 
to Greenup in November, 1926. He was 
a former director of the National Shoe 
Manufacturers’ Association. 

Mr. Ettelbrick also had been engaged 
in the retail shoe business in Spring- 
field, Ill., at one time, as well as serv- 
ing as credit manager of the St. Louis 
branch of the old A. S. Kreider Com- 
pany for a short period. 

A. V. Ettelbrick and Nicholas Ettel- 
brick, Jr., sons, who have been active 
in the firm for a number of years, will 
continue in its management. 

Other survivors are: two sons, the 
Rev. Rene Ettelbrick, attending Cath- 
clic University, Washington, D. C.; 
and the Rev. Albert Ettelbrick, Deca- 
tur, Ill.; and two daughters, Mrs. 
Ernest Hiltebrand, Springfield, Ill. and 
Mrs. William Willenborg, Greenup, II. 
Mrs. Ettelbrick died in 1939. 





Michael Altier 


RocHESTER, N. Y.—Michael Altier, 
proprietor of a shoe store at 900 Main 
St. West, died Nov. 14 in St. Mary’s 
Hospital. He had been a shoe retailer 
in this city for the past 25 years. 

Mr. Altier was a member of the New 
York State Shoe Retailers Association, 
the American Legion, the Veterans of 
Foreign Wars, the Disabled American 
Veterans, Kiwanis Club, and Free & 
Accepted Masons. He was a past presi- 
dent of Bulls Head Business Men’s 
Association. 

Surviving are his widow, two sons, 
his mother, a sister and two brothers. 
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CHILDREN'S SHOES 
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Me) FEAR vie 


Children’s Feature Shoes with 
definite selling advantages 


Combination Lasts; Cut from 
selected materials; A to D 
widths, from Size 3 infants’ to 
Size 3 Growing Girls. Write for 
descriptive price list, and avall- 
ability of exclusive franchise in 
your locality. 
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BARIS SELLS 


a To, Se See 
Merchandise. Better for 


BARIS SHOE CO., ‘a 
WOrth 2-5180-! 
79-81 Reade St., New York 7, hy. Y. 

















MEN'S SHOES 


New York Offices, 506-5 10 Marbridge Bidg.. New York 1. N.Y 
West Coast Offices, 401-402 Hass Bidg. Los Angeles 14, Calif 
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News of the Selesut andl Supliers 


To Direct Central Design 
Department of General Shoe 


NASHVILLE, TENN.—Jack Braden, 
member of the board of directors of 
General Shoe Corporation, and formerly 
Kentucky branch manager, has been pro- 





JACK BRADEN 


moted to director of the Central Design 
Department, it was announced recently 
by Henry W. Boyd, Jr., president. 

This important change will place 
Mr. Braden in charge of the following 
departments: style departments (men’s, 
women’s and juvenile shoes); pattern 
departments, General Shoe’s new model 
plant, inspection service, research de- 
partment, use of obsolete material, the 
company’s quality committee, standard- 
ization committee, material specifica- 
tions, cost coordination and product en- 
gineering. 

Mr. Braden joined General Shoe Cor- 
poration 14 years ago, after receiving 
his degree from Vanderbilt University. 
Since then he has had a broad back- 
ground of experience in General Shoe, 
including manufacturing, style direc- 
tion, sales management, and as a direc- 
tor of the company. 

Dave J. Payne, who has been adminis- 
trative assistant in the Style Depart- 
ment, will be assistant to Mr. Braden 
as director of the Central Design De- 
partment. 

At the same time, it was announced 
that Gil Jonas will now have complete 
charge of the Barrett Sales Division 
(women’s shoes) and will report di- 
rectly to Branch Manager C. W. But- 
ler, Sr. 

Jack Pettus will become Women’s 
Style Specialist, working for the dis- 
tribution division and reporting directly 
to Mr. Butler also. 
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Wisconsin Shoe Company Sold 


MILWAUKEE, Wis.—The Wisconsin 
Shoe Co., 911 N. Market Street, Mil- 
waukee, manufacturers of athletic 
shoes, has been sold to the Wilson 
Athletic Goods Manufacturing Com- 
pany, an affiliate of Wilson and Com- 
pany, Inc., big meat packing company, 
it was disclosed recently by Chester 
Krauthoefer, president of the Wiscon- 
sin Shoe Company. 

One of the conditions of the transfer 
is that Chester Krauthoefer and Law- 
rence S. Toussaint, general manager of 
the firm, remain as top management of 
the company which is to be run under 
the same name. 

The Wilson owners anticipate doub- 
ling the company’s productive capacity 
by taking additional space in the five- 
story building in which the firm is pres- 
ently located. 

Chester Krauthoefer has been operat- 
ing the Wisconsin Shoe Company since 
1906, concentrating solely on shoes for 
athletic needs. 


New President of Wellco 
Shoe Corporation 


WAYRESVILLE, N. C.—The board of 
directors of the Welico Shoe Corpora- 
tion has announced the election of H. W. 
Rollman as president. Mr. Rollman, 
formerly executive vice-president, suc- 
ceeds Leo Weill, who announced his re- 
tizxement recently after 40 years in the 





shoe industry both here and abroad. 

The board also announced the elec- 
tion of Walter S. Kaufman as vice- 
president. Mr. Kaufman has served as 
sales manager since 1946. Other officers 
are: Otto Feistmann, chairman of the 
board and treasurer; Harry Schneider, 





W. ROLLMAN 


secretary, and Gerald Monroy, assis- 
tant sales manager. 

Both Mr. Weill and Mr. Rollman have 
been officers of the Wellco Shoe Cor- 
poration since it was founded in 1941 
by a group of business men who have 
been identified with leading shoe and 
leather companies. 

The company manufactures shoes 
and slippers in its Waynesville plants. 





Bates Executives and Salesmen Meet 





Webster, Mass.—Following their recent sales conference, executives and sales- 


men of the Bates Shoe Company gathered for a banquet here. Seated (left to 
right) are Bill Shaw, New York City; Joe Buisson, Southern New England; Heary 
S. Tibbets, New York State; Jim Garvin, Maine; Jim Ryan, Stock Depertment 
Foreman; Oscar Zumpfe, Production Manager; Elroy Biel, Northern Ohio; Gordon 
Robinson, Virginias and Kentucky; Paul Pearson, Office Manager. Standing: Arthur 
Jacob, Assistant Sales ye Sid Minster, Los Angeles; Richard Sears, Assis- 
tant General wey: ky ane, Michigan; Mike Stephanick, Shipping Foreman; 
Harry D. Kiafter, Middle Atlantic States; Edgar A. Craver, President; F. |. are 
Treasurer and General Manager; Francis E. Ryan, Sales Manager; Mars Nic 
Western Pennsylvania; Milt Campbell, Maintenance Foreman; Tom Thaxton, Ill 

Not present when this photograph was taken were Ed Fulghum, North and South 
Carolina; Heary Groebel, Minnesota; R. C. King, Pacific Northwest; and E. H. 
Gassman, San Antonio. 
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Becomes President of Hussco, 
Well-Worth Slipper Companies 


New York—After 10 years in asso- 
ciation with William Manowitz in the 
slipper manufacturing business, Hyman 
Freedman retired on November 1 from 
both the Well-Worth Slipper Company 
and the Hussco Shoe Company. Mr. 
Manowitz is now president and sole 
owner of both firms. 

The Well-Worth Slipper Company 
was founded by William Manowitz 
February, 1934, in Seelyville, Pa., as a 
wholesale shoe business, selling to re- 
tailers in northeastern Pennsylvania. 
In 1935 Mr. Manowitz moved the head- 
quarters of the Well-Worth Slipper 
Company to New York and expanded 
operations to sell shoes all over the 
country. 

In 1938 he was joined by Mr. Freed- 
man, who, after five years with the Ban- 
ner Slipper Company, severed his con- 
nection with that company to become 
half-owner of the Well-Worth Slipper 
Company. 

In that year, the Well-Worth Slipper 
Company started manufacturing slip- 
pers. The firm steadily progressed to 
the point where it bought several ad- 
ditional buildings in Honesdale, Pa. 

In 1944 Hyman Freedman and Wil- 
liam Manowitz together bought the 
Hussco Shoe Company and converted 
the factory from work shoe production 
to the production of moccasins. Hussco 
has now become one of the largest man- 
ufacturer of this type of footwear in 
the country. 


Designs Handbags to 
Coordinate with Shoe Line 


BROCKTON, Mass.—A tie-up has been 
effected between the George E. Keith 
Company, here, and Miss Sylvie Hamil- 





SYLVIE HAMILTON 


ton who operates the Fashion-Mating 
Service, whereby Miss Hamiiton has 
designed exclusive patterns in hand- 
bags for coordination merchandising 
with the firm’s shoe lines. 

Shown for the first time at the Na- 
tional Shoe Fair in Chicago, the bags 
were reported well received by visiting 
retailers. One of the bags will be illus- 
trated in the February 15 issue of 
Vogue together with Keith’s Belton 
pattern. 

Miss Hamilton, specializing in shoe 
and handbag coordination has had a 
thorough experience and is active in 
both fields. 


International Shoe Machine 
Adds To New York Staff 


CAMBRIDGE, Mass.—The addition of 
Peter Tarantino to the New York staff 
of the International Shoe Machine Cor- 
poration was announced recently from 
the firm’s executive offices here. 

Mr. Tarantino has had a wide experi- 
ence in the lasting rooms of several of 
New York’s leading shoe factories and 
is fully qualified to assist with lasting 
room problems, it was said. Further, he 
has had special experience on the main- 
tenance and use of International’s ce- 
ment side laster, Model B and Model C. 





Organizes Benatti 
Custom Shoes 


Los ANGELES, CAL.—Benatti Custom 
Shoes of California recently began 
production in its new plant at 460-462 
East Third Street here. Organized by 
Ben Batterman, president, and his 
partner, Nathan Mitchell, vice-presi- 
dent-treasurer, the firm will make 
women’s high-grade platform shoes 
with modified heels, and some flats 
using a cement process. 

The lines will retail from about 
$13.95 to $17.95, with reptiles retailing 
at a slightly higher price. 

Mr. Batterman, who is in charge of 
all sales direction, formerly operated 
the Bon-Tell Footwear Co. of New 
York, where he produced fine midway- 
heel types in a high-style field. Mr. 
Mitchell, who will handle production 
and quality for the new firm, was also 
connected with Bon-Tell in the capacity 
of production manager. 





Selby Announces New Salesmen, Personnel Changes 





PAUL SMITH c 


PORTSMOUTH, O.—The appointment 
of three sales representatives and the 
promotion of another were made re- 
cently by the Selby Shoe Company here, 
according to announcements of the 
company. 

Paul M. Smith was promoted from 
a Midwestern territory of the Arch Pre- 
server division to the New York City 
office of Selby. Under this arrangement, 
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A. ROBERTS 


Harold Callahan will devote his time 
exclusively to the New England terri- 
tory of the Arch Preserver division. 

Succeeding Mr. Smith is Paul A. Dial, 
who will cover the North Central states. 
Mr. Dial was formerly with the Dayton 
Company, of Minneapolis, Minn., and 
more recently with a prominent slipper 
manufacturer. 

Filling the position of Southwestern 





ALBERT SMITH 





PAUL A. DIAL 


representative of the Ground Gripper- 
Cantilever division of the Selby Shoe 
Company, left vacant by the death of 
A. L. Wiskochil (and temporarily filled 
by H. C. Segur, line manager of the 
division), is C. A. Roberts, who will de- 
vote his time exclusively to this terri- 
tory. Mr. Segur will reassume his posi- 
tion in the home office in the develop- 
ment and expansion of all territories. 
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RG «WE SELL) oP 
© BRANDED 9 
QUALITY SHOES 


BELOW CURRENT PRICES 





Notionally Known for Surpluses from the 
Nation’s Leading Manufacturers 


= M.K. WEIL SHOE CO. 


é, While in Town See Weil 
* 1215 Washington Ave. * ° j 
FACS St.Louis 3, Mo. haw 
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PLASTIC SHOE FORMS 
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Ladies’, misses’, children's, Infants’ — fiesh 
color enly, varied heel heights ond sizes — 
Immediate delivery. Write for samples, alse 
HOSIERY FORM dotalls and Shoe Findings 
Catalog. 


LYONS & COMPANY 


120 Duase St., New Yerk 7, M. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1908 

















OFFICE COATS 
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OFFICE COATS 


Office and Shop 
Coats in All 
Fabrics and Colors. 
Also 


Legion and 
Auxiliary Uniforms 











. ai 


HARRY L. De BRIN UNIFORM CO. 
148 £. 33 ST., LE 2-7052, N.Y. 16, N.Y. 
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T. K. Holly, Prominent in New 
England Shoe Industry, Dies 


Boston, Mass. — T. Kenyon Holly, 
treasurer of the Holly Shoe Company 
of Littleton, N. H., and one of the most 
prominent and popular executives in 
the New England shoe incustry, died 





T. KENYON HOLLY 


suddenly on Saturday, Nov. 15 at his 
home in Waban, Mass. He was 48 
years old. 


Mr. Holly was general chairman of 
the committee in charge of arranging 
for New England Shoe Market Week 
which opened Nov. 17. He was a mem- 
ber of the board of directors of the 
New England Shoe and Leather As- 
sociation, a vice-president of the Bos- 
ton Boot and Shoe Club and a former 
president of the 210 Associates, the 
shoe industry charitable association of 
which he was one of the founders. He 
began his business career as a textile 
chemist, working for the Pacific Mills 
following his graduation from the Low- 
ell Textile Institute, and left that posi- 
tion about 1928 to join his father and 
brother in the management of the Holly 
Shoe Company. 

Funeral services were held Novem- 
ber 18 at the Waterman Chapel in Bos- 
ton, followed by burial in Littleton, 
N. H. Honorary pallbearers included 
many of the officers and directors of 
the New England Shoe and Leather As- 
sociation, the Boston Boot and Shoe 
Club and the 210 Associates. 

Mr. Holly is survived by his widow 
and a daughter, Janet; his mother, 
Mrs. Rudolph Holly; and a brother, 
Paul, both of Littleton. 





Appoints Volume Sales 
Representative 


MILLIS, Mass.—Peter H. Solomon, 
president of the Joseph M. Herman 
Shoe Company, of Millis, announces the 
appointment as volume sales represen- 
tative of Morton Myerberg who will, 
in his new capacity, cover the country 
with the Herman line of semi-dress and 
work shoes. 


Mr. Myerberg retains his association 
with the Lewis Heicklen Sales Co., 
which handles volume sales for the fac- 
tories owned and operated by the G. R. 
Kinney Co. 


| sr re 





. 
| Men's, Women's, Children's © czars} 





ge pY 


eal 











FIGURE and HOCKEY OUTFITS 
> 


ICE SKATES 
12 Styles IN STOCK ~ 


Available 
from 
$5.65 
end up 





Terme: 2/10 N/30 


ARNOFF SHOE COMPANY 


FOOT APPLIANCES 
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Flexible arch sup- 
ports S16800 per 


bottom. Perfect @. 
Quick sales and 
profits. Alse complete line of rubber parts fer 
supports and shoe corrections. Write catalog. 

A. SCHENK ORTHOPEDIC LAB. 
024 W. 7th St. Les Angeles 14, 
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RIDING BOOTS 





sr 


i ii ii ei i ie di ed 













IN STOCK 
FOR PROMPT 
DELIVERY 


J. M. CONNELL 
SHOE CO. 


South Braintree 


Pacific Coast Distributor 
Martial Lee Shee Co. 
Les Angeles, Calif. 
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RUBBER FOOTWEAR 


RED TOP BOOT 


SHINY BLACK RUBBER 
First Quality 


CHILDS’ 
SIZES: 6 toe 10 


$1.65 


MISSES’ 
SIZES: 11 to 2 


$1.85 


Terms: NET 30 DAYS 














326% 
12 Pr. Cases (Full Sizes Only) 


IMMEDIATE DELIVERY 


WELDON SHOE & SLIPPER CO. 


720 Fifth Ave., Pittsburgh, Pa. 














WORK SHOES 





Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistoa, Mossechasetts 
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ORNAMENTS 











“GLAMORIZERS” 





Immediate Delivery 


ACE BOWS, INC. 
212 20th Street 


Terms: 2% 10 days 


32, N.Y. 














U. S. Shoe Corp. Holds Sales Convention 





Cincinnati, O.—A large group of representatives of the United States Shoe 
Corporation gathered at the firm's main plant here recently to attend a seasonal 
sales convention. Assembled on the steps of the factory for a group photograph, 
many of the men's faces are familiar throughout the shoe industry. 





Douglas Enlarges Sales Force 
In Expansion Program 


Brockton, Mass.—Coinciding with 
the introduction of Douglas Juniors’ 
shoes for boys, the W. L. Douglas Shoe 
Company, here, has announced the ad- 
dition of eight new salesmen to its sales 
department. 

The recent additions to the W. L. 
Douglas sales force, with the territories 
they cover, are as follows: L. Biebel- 
berg, Illinois; B. R. Bradford, Arkan- 
sas, Oklahoma; Clark Broadwell, Mich- 
igan; R. C. Raymond, Minnesota, Wis- 
consin; G. W. Shepherd, Iowa, Mis- 
souri, parts of Kansas and Nebraska; 
Sam Lustbader, New York City, Long 
Island; J. Rosenthal, Baltimore, Mary- 
land to Washington, D. C.; S. Schatz- 
berg, New Jersey. 

T. J. Callahan, sales manager of the 
W. L. Douglas Shoe Company, has 
stated that the new, modern, Douglas 
plant in Scranton, Pa., is now operating 


and that the resulting increase in Doug- 
las production will enable his sales or- 
ganization to serve their present cus- 
tomers more efficiently. 





Increase Production on 
Evening Shoes 


HAVERHILL, MAss.—The Hannahsons 
Shoe Company has increased its produc- 
tion to enable them to replenish their 
stock of evening shoes to meet the de- 
mands for these types for selling prior 
to the Christmas holidays, it has been 
announced. 

Gold and silver mesh and satins in 
21/8, 16/8, 12/8, and 6/8 heel heights 
will be stocked to enable the firm to 
make spot deliveries during December. 
These evening shoe lines were displayed 
at the Boston Shoe Fair, November 
16th through 20th, along with a newly 
designed Spring line featuring high 
colored leathers, platform treatments, 
anklets, and conventional sandal types. 





Jarman Sales Organization Meets 





Nashville, Tenn.—Salesmen of the Jarman Division of the General Shoe Corpora- 
tion convened here recently to hear plans for the coming season and for inter 
change of ideas and experiences. Af a dinner meeting (see photo) Sales Manage? 
Tom Fuqua outlined the advertising program and described the new line. 
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PROFESSIONALLY STYLED 





LADIES’ SIZES 3-9 
MEN'S SIZES 6!/-12 
2/10 N/30 Send for Catalog 


ARNOFF SHOE COMPANY 
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BOWLING SHOES 


LE 6 ee 


Bowling Shoes and Oxfords 


2 Ventilating Eye- 
lets on each side 
Men's & Women's 
Smoke Elk Ox- 








fords 
Men's & 
Black Elk Ox- 


fords 
Women’s White Elk 
Oxfords 


- 
No. 766 
Women’s Sizes 3-9 


Men’s Sizes 61/o-12 $?. 65 and up 


2/10 N/30 





Send for Samples 


ARNOFF SHOE COMPANY 





RHINESTONE CREATIONS 
Rhinestone Side Bow 


Imported crystal stones 

> set in silver or gold 

cybackground with w 
clips. 





“Immediate 





751 N. 39h St., Phila. 4, Po. 





PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices fo choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 
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Westport Sales Roster 
Announced 


St. Louis, Mo.—The sales organiza- 
tion of the new Westport Division 
(young women’s sport and casual 
shoes) of the Brown Shoe Company 
has attained national coverage, as plans 
to launch a national advertising cam- 
paign in Spring of 1948 are completed, 
according to T. F. Schroth, manager of 
the division. 

Sales representatives now handling 
distribution of Westport in various sec- 
tions of the country are John M. Con- 
nor, Jr., serving the metropolitan area, 
Philadelphia and the states of Pennsyl- 
vania and New Jersey; Frank Mc- 
Enany, New England states; Freder- 
ick Knickmann, Souteastern states; 
Don Ferritor, Texas, Louisiana, Ar- 
kansas and Oklahoma; John Stone, 
Wisconsin, Nebraska, Minnesota, North 
and South Dakota and Iowa; Robert 
Sullivan, Ohio, Kentucky and West 
Virginia; Craig L. Brown, California, 
Oregon and Washington; and Frank 
Flood, Sr., Illinois, Indiana, Michigan 
and Missouri. 


Appointed Stetson 
Southeastern Salesman 


South WeryYMoUTH, Mass.—John D. 
Windham, of Knoxville, Tenn., has 
been appointed a sales representative 
of the Stetson Shoe Company’s men’s 
division in the Southeastern territory, 
which consists of the Carolinas, 
Georgia, Alabama, Florida, Mississippi 
and Tennessee, it was announced re- 
cently by the sales department of the 
firm. Mr. Windham has for many years 
traveled the same territory with other 
lines of men’s shoes. 





Shows Spring Coordinations 


New YorK—A presentation of Spring 

leather colors in shoes and handbags 
coordinated with colors in ready-to- 
wear fabrics was made recently by Miss 
Doris Beechman, Fashion Director of 
the Ohio Leather Company in the Com- 
pany’s offices at 2 Park Avenue. 
* Citing, in order of importance, black, 
navy and Mink Brown, as their three 
leading smooth calf colors for Spring, 
Miss Beechman demonstrated the fash- 
ion-rightness of these colors with lead- 
ing costume shades. 

White, and white trimmed with color, 
Miss Beechman expects will be good for 
the coming Summer. The trimmed white 
shoe, dressier than in former seasons, 
is wanted and she suggests for this a 
trimming of red, green or vivid blue in 
lizard grain. The success of all colors 
depends, according to Miss Beechman, 
on the right kind of presentation and 
any color can be dramatized, including 
black and brown. 
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BROWN KID ROMEOS 
Lenther quarter back, te leather insote, heavy leather 
soles, brown rubber hee 

SIZE INS—Delly or Weekly 


#510: Men's, 


Sizes: 6 to 12 
24 Pr. te case 




















The latest revised edition of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade." 
The Shoe and Leather Lexicon 


75¢ per copy, prepaid 
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SALESMEN WANTED | SALESMEN WANTED 


SALESMAN WANTED 








WEST COAST TERRITORY AVAILABLE 


to high-type man, representing Nationally-known manufacturer of complete 
line corrective appliances. 

This is a well-established territory, consisting of CALIFORNIA, OREGON, 
WASHINGTON and WESTERN IDAHO, is a good producer, and represents 
an unusual opportunity for a pleasant, profitable connection. 


If you know corrective fitting, like to travel and can sell the Dealer trade, 
get in touch with us at once. Also a few other good territories open. 


Our organization knows of this Ad. Write in strict confidence to 


Box #218, BOOT & SHOE RECORDER 
100 East 4Znd St., New York 17, N. Y. 











We do not 
- «+ « « Offer you the world with a fence around it, 
- « + + make fabulous earnings promises, 
B Egatnr claim that selling our line on the road is an easy job—it isn't, 
eta We are one of the leaders in the rubber footwear industry—and 
one of the oldest, 
our line is backed by a national advertising program featuring 
a trade mark known to millions, 
we do offer a long range opportunity for several young men 
between 25 and 35 years of age who want to start a road selling 
career with a top flight manufacturer. 
Tell us all about yourself (in confidence) in your first letter to 
Address 189, core BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


SALESMEN WANTED 


To Sell Manufacturer's Line of 
Growing Girls’ Goodyear Welt 
Sports and Men's Goodyear 
Welt Loafers direct to Chain 
Stores and Retail Accounts on 
Commission basis. Territories 
now open: 

1. No. and So. Carolina. 2. Texas. 
3. Virginia and W. Virginia. 4. Louis- 
iana. 5. Michigan. 6 Nebraska. 7. 
Western Pa. 8. Minnesota, No. and 
So. Dakota. 9. New York, excluding 
New York City. 


Address Box 160, care BOOT & SHOE RECORDER 
100 East 42nd Street, New Yerk 17, N. Y. 

















Unusual Opportunity For The Right Salesmen 


to represent an old established distributor of Women's Fast Novelty 

Shoes and Casuals—also Children’s Dress and Play Shoes—all 

from $3-$6 Retailers. Well known to the trade for the following 

territories: 

1—Arizona, New Mexico & Colorado 4—Alabama 

2—Virginia, West Virginia & Mary- 5—Louisiana s 
land 6—Texas 

3—North Carolina & South Carolina 7—Kansas & Missouri 


All replies confidential. Address Box #216, c/o Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 


SALES REPRESENTATIVE WANTED 


For High Grade Branded Line of Women's 
and Men's Welt Shoes. Approximately 50 
samples; Nationally known. In-stock Depart- 
ment. Should be carried as supplement to 
another Line. Territories include (1) Most of 
Ohio, Indiana, Iilirois, aes (2) Terri- 
tory immediately West of ississippi. (3) 
Territory south of Ohio River. Please write, 
in confidence, full details concerning experi- 
ence and qualifications; Lines carried; terri- 
tory covered, etc. 

Address Box 217, care BOOT & SHOE RECORDER 

100 East 42nd St., New York 17, N. Y. 











WOMEN’S HI STYLE 


And Staple Shoe Line, Outstanding 
in Style and Quality since 1898, 
offered to experienced men in NEW 
YORK, ILLINOIS, INDIANA, MICH- 
IGAN, OHIO, VIRGINIA, CARO- 
LINAS, TEXAS and WESTERN 
STATES. Write in full confidence 
giving details to— 





SLIPPER SALESMAN WANTED: Estab- 
lished, High Quality Ladies’ and Children’s 
Line. Want representation in East and Mid- 
west. Exclusive or sideline. Commission. Ad- 
dress #225, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


BENJAMIN WALK & CO. INC. 


205 Essex Street Boston 11, Mass. 











| Buy Savings Bonds 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When o box number is 

desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser's own 

name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable in ad- 

wanete Send check or money order with your copy. No accounts are opened for classified advertising except for regular adver- 
isers on 


contract, 
The rate for all displayed or boxed in classified advertisements Is $10.00 an inch with a maximum of 46 words per inch. 
= Advertisements for this page must be in our New York Office 10 days preceding publication date eS 
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LINE WANTED 











TWO TOP FLIGHT SALESMEN 
FOR VOLUME TRADE 


ONE FOR 
SOUTH WITH SOUTHWEST 
AND ONE FOR 
CENTRAL STATES 


To represent two allied factories sell- 
ing chains, jobbers, and volume buy- 
ers. Direct factory representation. 
One factory making teen age welts 
and other Littleway low heelers. 
Lines to be carried exclusively. Well 
established. An exceptional oppor- 
tunity for those salesmen that have 
close following with the above trade. 
Replies held in confidence. 


Adaress Box 2/0, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








SALESMEN FOR 
NATIONALLY ADVERTISED 
GOODYEAR LOCKSTITCH 

AND CASUAL TYPE SHOES 


OPEN TERRITORIES 
Pennsylvania, Maryland, 
Delaware, Washington, D.C. 
Michigan, Ohio, Western 
Pennsylvania. 

3. Nebraska, Iowa, Kansas. 

4. Montana, Wyoming. Colo- 
rado, Utah, Idaho. 

5. Georgia, Alabama, Florida. 


Address Bex 2/1, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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TERRITORY OPEN 


New England, New York, Penn- 
sylvania, Delaware, Maryland 
—for Commission Salesman 
with following among Volume 
Buyers in Popular Priced Cali- 
fornia Women’s Playshoe. New 
York City Manufacturer, Long 
Established. 


Address Box 212, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN 


Ohio, Michigan, Illinois, In- 
diana, Wisconsin. Playshoes 
for Chain and Department 
Stores, Popular Priced. Well- 
known Eastern Manufacturer. 


Address Box 213, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


» Carry Outstanding Line of Women's Nov- 

Footwear, Growing Girl Sports and 
ak Stoc 

West Virginia, Pennsylvania, Ohio and Mary- 


land. 
PENN SHOE COMPANY 
931 Penn Avenue Pittsburgh, Pa. 
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EDIUM SIZED FACTORY LOCATED 

IN NEW YORK CITY, equipped to make 
better grade California Casuals and Compo 
slippers retailing $4.00-$6.00 wants highly ex- 
perienced salesman with good, large following 
among the Better Class Buyers to completely 
handle all sales with an opportunity for invest- 
ment—however, not essential. Fullest particu- 
lars must be given in first letter, will be kept 
confidential. Address #224, care Boot & Shoe 
Roveiee, 100 East 42nd Street, New York 17, 
a%. . 





SIDE LINE SALESMAN WTD. 





IDELINE SALESMEN TO CARRY A 

LINE OF WOMEN’S ARCH TYPE 
SHOES in stock for Maine, New Hampshire, 
Vermont, Connecticut and Western Massachu- 
setts. Commission Basis. Address Box 3223, 
care of Boot & Shoe Recorder, 10 High Street, 
Boston 10, Mass. 


MALL LINE FAST SELLING TENNIS 

AND NOVELTY RUBBER FOOTWEAR, 
direct Factory Shipments. Western Pennsyl- 
vania, Carolinas, Georgia, Florida, Alabama. 
Good earnings. Samples take up little space or 
time. Address 3221, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
a "Se 


aN. 








SIDE LINE SALESMAN CALLING ON 
SHOE BUYERS for Nationally Advertised 
Product, on 15% commission. Make your travel- 
ing expenses with this item. Sample weighs 3 
ounces. WRITE: Box 4897, Washington 8, D. C. 





SALES MGR. WANTED 








SALES MANAGER 
WANTED 


Must Understand Merchan- 
dising in a going Organiza- 
tion of a National Brand 
Shoe Line. A very good prop- 
osition for right man. Take 


charge of eight salesmen. 


Address Box 214, care ~ gg A & ques pqecgess 
100 East 42nd Street, 17, &. 
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MANUFACTURERS 
West Coast Shee Travelers Asseviates have capable 


comnlnee in above territories communicate at ence 
wit Asscciation, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM S28, HAAS 
BLDG... 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 











CHICAGO—— 


Manufacturers: Are you looking for a 
Representative or Distributor for Chi- 
cago? High Class Shoeman with Long 
Years of Experience, reputation and 
1-A references available. 
Address Box 215, care BOOT & guee Recenoen 
100 East 42nd Street, New York 17, N. 














SIDELINE WANTED 





SIDELINE OF CHILDREN’S, WOMEN’S 
OR CASUAL SHOES for representation is 
the Eastern territory. Have excellent contacts 
with Volume and Department Store Buyers from 
New York to St. Louis. Best of references 
available. Address Box #209, care Boot & Shoe 
aareee. 100 East 42nd Street, New York 17, 





HELP WANTED 








Shoe Dept. 
Manager 


Ann Arbor, Mich. dept. store has 
good proposition—immediate or Jan. 
lst, for young man, 25-35, capable 
supervise & sell ladies’ & children’s 
popular priced shoes. 

Good salary & bonus plan. 

Write age, marital status, past 
experience & earnings in complete 
detail. Confidential. 

interview arranged at your con- 
venience. Write Box BSR 863, 113 
West 42 St., N. Y. 18. 














WANTED TO PURCHASE 








ATTENTION 


CANCELLATION RETAILERS 


Can Offer You the Finest 
Brands made by Guild Shoe- 
makers—at the lowest prices. 
Samples on request. 


CHARLES HARRIS 


1419 Washington Ave., Miami Beach, Fic. 











War ‘T AN ESTABLISHED FAMILY 
SHOE STORE in Small or Medium sized 
town in Middle West or South West. Will 
buy outright or trade my Shoe Store in Detroit. 
JAMES B. KNIGHT, 8209 Southfield Road, 


Detroit, Michigan. 
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WANTED TO PURCHASE | WANTED TO PURCHASE 


WANTED TO PURCHASE 








BARIS BUYS for CASH 


Quality Shoes for Men, Women . 
and Children Short Term Leases Assumed 


Scrupulous Protection foes, TMP Ue umes ee 


ARIS SHOE CO., Inc. 
New York 7, NW. Y. Tel.: WOrth 2-5180 












MY HOBBY CASH PAID FOR 
Buying, Selling Shoes for 35 years SHOE STORES 
CASH "TOP PRICES CLOSE OUTS, JOB LOTS 
Discontinued stocks SHORT LEASES ASSUMED 
HARRY HESS B. SABIN 
76 Reede Street New York 7, N. Y. 93 READE ST. NEW YORK 13, WN. Y. 
Telephose: WOrth 2-886) Telephones WOrth 2-2515 




















WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box - care BOOT & SHOE rey 
100 East 42nd Street, New York | 














FOR SALE 





se FACTORY MAKING 500 PAIRS A 
DAY Cement Process, Teen-Age, Pop 
Price Line of Dress Shoes with good trade name, 
Located in Large Mid-Western City; Good 
earnings; Nice orders on hand; Will sell all 
or one half interest to a reliable shoe salesman 
with good retail trade following. Address Box 
#204, care Boot & Shoe Recorder, 209 South 
State Street, Chicago, Ill. 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
Convert inte cash—any quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


1215 Washington Avense—St. Louis, Me. Ceatrail 4898 











BE EBSa EEE BE SF 
suuans ano Ganmeme recess ; Turn Your Surplus Stock ® : 
; $$5$ Into Cash $$$$° 


SHORT LEASES ASSUMED : CLOSE OUTS—JOBS— 
a —— Complete Stocks—Gov't 


IRVIN RUBIN, INC. : Surplus Footwear—Cliothing 


“The Hi 
89 READE STREET $ ® WELDON SHOE & SLIPPER 00. 
New York City 720 Fifth Ave. Pittsburgh !9, Pa. > 
Phone BARCLAY 17-7887 Phone: ATlantic 0705 


ssssSSS$SSS86 5 














ANTED: ESTABLISHED SHOE STORE. 
Wit Pay Stock Velen dime SHOE STORE. | | ADIES’ OR FAMILY SHOE STORE IN 
Will. Prefer Family Type Store, aa Middle FLORIDA, GEORGIA, OR ALABAMA 
Atlantic or States nearby. All replies held con- Will buy stock, fixtures, and assume lease. In 
fidential. Address Box #201, care Boot & replying give full particulars regarding volume; 
Shoe Recorder. 100 East 42nd Street, New inventory at cost; lines of merchandise carried; 
York 17, N. Y. location; lease on building and rent. Replies 


confidential. Address #227, care Boot & Shoe 
Doane, 100 East 42nd Street, New York 


GET TOP VALUE] ”“ 


In Selling Your 


: “COMPLETE STORE SELL YOUR JOB LOTS 


ss CAMITTA SHOE CO. To 

! 4th St. 

2. Mh St. cw aot & = | | ISAM CAMITTA & SONS 

95 Reade St., New York 13. N. Y. 

ANTED TO BUY, OPEN, OR WORK IN 

Wreast DEPARTMENT’ featuring High — 

Style, Nationally Advertised Ladies’ Shoes, 
within a well rated store in a Town about 

15,000 to 25,000 population—somewhere ie WANTED: SHOE STORES DOING $60,000 

Midwest. Best references. Write Box #226, OR MORE in towns of 30,000 lation or 

care of Boot and Shoe Recorder, 1221 Locust over. Middle West preferred. ress 2222, 

Street, St. Louis 3, Mo. care Boot & Shoe Recorder, 100 East 42nd 

Street, New York 17, N. Y. 
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SHOE SHOP FOR SALE IN APPLETON, 
WISCONSIN. Good location downtown busi- 
ness section. Business, lease, fixtures and equip- 
ment $2,800. Stock at inventory. McCARTHY 
REAL ESTATE, 421 W. College Ave., Apple- 
ton, Wisconsin, 





BUSINESS OPPORTUNITY 





Co STOM SHOE UPPER MAKER, Expert 
Orthopedic, Men’s, Ladies’ fancy, Model cut- 
ting, Pull-overs. Mail orders premaey, filled. Se 
lection includes imported leathers. G. Gross, 310 
East 80th St., New York City 21. REgent 4-7058. 
Address #164, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


DOYOU ses 





agency. Write for free booklet. AA - 
business. 
Stephenson Method 12-30 So. Market St., Boston, Mass. 














POSITION WANTED 





ALESMAN (RETAIL), THOROUGHLY 

EXPERIENCED desires Permanent Posi- 
tion. Excellent references. Address #220, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


EXPERTENCED YOUNG MAN WISHES 
POSITION AS MANAGER. East or Mid- 
dlewest location; Nine years’ experience as 
Manager and District Manager—18 years’ in 
shoe business. Address #219, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y¥. 








FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write fer Quotations fe 

















NATIONAL FUR DYEING CO. 
— CLOSE = AND WE CAN USE FOR EXPORT 447 S. Hewitt St., Los Angeles 13, Calif. 
ot get pag gy ARMY COMBAT BOOTS 
FOR CASH ‘3 ~ i me Dozen—@ $3.25. 
ozen to 1 oze 

BROITMAN-GAFFIN SHOES, INC. Wide Widths at $4.00. B S ; B 
147 Ducone Street, New York 7, N. Y. u a on 

~ . MULL Inc. 4 

Telephone: BEskman 3-7290-! 621 56TH ay wis. 7 








Boot and Shoe Recorder 
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MERCHANTS’ NEEDS | MERCHANTS’ NEEDS FOR RENT 















All Shoemen should own an ALL PURPOSE SHOE STICK STORES FOR RENT 
$2.95 P.P. SAVE SALES Especially Suitable for 
Easy to Use for all types SHOE STORE 
of chee stretching on men's, In Main Shopping Center of 
women's and children's 
acon Georanteed ghoes. LONG BEACH, L. I. 
i” PURPOSE SHOE STICK CO. ROcKFoRD, LINOIS A Year ‘round “natural”. New, 21-store 
129m. main st. ALL \ \ eens cae tiles camel ts ta 








sau County's Fastest Growing Commu- 
nity. Population doubled in last 4 years. 











NEW ADJUSTABLE || Bally of Switzerland to TE 
Price ticket LIP Distribute Prima, Inc., Line | | est oa capita income ~ a 
cometas bs Pouy C Co.umeus, 0.—Prima, Inc., has re- | | 27¢4- Store is attractively modern, in a 
— en for Price Tickets cently been selected by Bally of Swit- Sraptes octing congas © — 
times. } zerland to furnish a line of ballet-type of marble and extruded metal. Front- 
Sh hon @& shoes for retail distribution by this ages from 14 x 32 to 40 x 90; ceiling 
clusive pat- Swiss manufacturer and retailer. 12’. January occupancy ; moderate rents. 














ented feature. The Prima line will be sold through- Inquire: 
$5 gross out continental ; Europe, Canada and FLAPAN & FLAPAN 
$275 South America, in conjunction with the Builders and O . 
half shoes manufactured by Bally. 4 West Park Ave. Long Beach LL 
M. D. POLLINGER CO. —— 

















HOLLAND BLDG. st. ours, mo. || Note Trends In Spring Buying 
At National Shoe Fair MERCHANTS’ NEEDS 


. SEDALIA, Mo.—Revealing color trends 
South African Manufacturer for Spring as indicated in buying at 

















Visits Ohio Firm the Fall National Shoo Fair, spokesmen \Fpr OV ERTISING 
PoRTSMOUTH, O.—A recent visitor to ~ bape ~ age — rr <4 Se a ( ; U : ~ 
> majority of business was done in basic rey 
the Selby Shoe Company, here, was ¢olors, rather than, for instance, pastel air df If DULY > 
Hugo Kocherthaler, managing director shades. 
of the Panther Shoe Company, Ltd., In suedes, which the cempany said ac- h ' 
Maitland, C.P., South Africa. counted for 40 per cent of Spring sales, ere’ how to get 
The Panther Shoe Company has been colors receiving the biggest play were More Business! 
granted right to manufacture and sell black, kelly green, white, balenciago, | 
several lines of the Selby Shoe Com- red and town brown. Elk led in red, HE Vincent Edwards idea Clipping 
pany throughout South Africa. Mr. white, black and congo ivory. And | T | = oS 
Kocherthaler is also a director of gabardines, which the firm claims made | te, want; wholesclers usually request 
Searles, Ltd., of Great Brak River, who large advances in the casual field, ran | a retail My -- 4 wovelty 
make men’s and women’s welted shoes principally in black, kelly green, town | You will find that @ study of newspaper 
under Selby brands. brown, red, white and white rum. od Gueee © fe ogee sod eat = 
going on. 
Use below to learn more 


Attend Semi-Annual Sales Meeting pr tonne asnaine 


“eo World's Largest Advertising Service Organization 

















Display Firm Gets Award 


For °46 Operating Report 

Portsmouth, O.—Assembled in front of the Selby Shoe Company plant here Dari 
after the recent semi-annual sales conference are the following officers and sales- Bronson, Micu.—The L. A. Darling 
men of the firm: (top row, left to right) Roger Selby, L. L. Lindsey, Robert Hill, Jack | Company, here, manufacturers of retail 
Evans, Marshall Bee, Tom Fiautt, Lucien Doty, Jr., Herb Segur, iral Stewart, Wally display equipment, was recently 
Benton, Russell Peterson, Otis Fout, Jimmie Thompson, Ed Pankau. awarded a plaque for an outstanding 

In the second row are: (left to right) Jim Shea, Alex Head, George Knoche, report to employees on operation dur- 
Paul Kidwell, Harold Callahan, Bob Kibler, Phillip Shank, Lin Moody, Paul Dial, ing 1946. Eight awards were made by 
Lymie Perklas, N. 8. Grifta. he Detroit Trust Company at the Hotel 

Front row are: (left to right) Sam Cropper, Ed Lawson, Harry Thoman, Ross the Detres Ngee « y! estimated 
Donohoe, Wally Ritter, W. O. McCracken, John Thrash, Ray Reid, Ed McCain, ‘Statler, in Detroit, with an estima 
Henry Brachman, Arthur Siegal, W. F. Hooley, Jr., Lindsey Hutton, and Marsheli 400 business and industrial executives 
Stevens. attending. 
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WINDOW CARDS 
in Red & Gold. 
As Illustrated 
8" x 14" 
five other texts 
to choose from 





In matching colors and \ 
other Xmas designs ne 


30¢ doz. $3.00 gross 
102 prices in-stock 





CARD HOLDERS 
Natural wood finish 
$2.10 ea. 
while they last 





BRIGHT CHRISTMAS WINDOWS 
with colorful cards and price tickets 
IN-STOCK NOW for early delivery 





$1 ea. 3 for $2.25 Mer % | 
ary IMMEDIATE 
PRICE TICKETS Christmas DELIVERY 














WRITE TODAY 





209 S. STATE ST. 





for Xmas circular and sample tickets 
Boot and Shoe Recorder 


MERCHANT'S SERVICE DEPT. X. || 





CHICAGO 4, ILL. | 





Genuine Patent Leather. 


Availabie in White Kid. 
No. 5203, 8'/2-12 

M Widths ........$2.35 
No. 5204, 12//:-3..... 2.50 
Women's sizes 4-9... 2.85 
Taps included with order. 


. ee It’s a dancing age with more 








Shoe and Leather Tariffs 
Reduced, Effective Jan. 1 


New YorkK-—As a resul!; of conces- 
sions made by the United States in the 
general trade and tariff agreements 
that have been signed in Geneva, 
Switzerland, by twenty-three nations, 
tariff rates on leather and shoes import- 
ed into the United States will be sub- 
stantially reduced beginning January 
1. The provisions of the agreement 
affecting leather and shoes are sum- 
marized in the following excerpts from 
the report made public by the State De- 
partment at a conference in New York 
November 18: 

Leather—Par. 1530 (Tariff Act of 
1930)—In the new trade agreement the 
10 per cent rate of duty on most of the 
different kinds of leather used for shoes 
(except fancy leathers) was bound, 
the exceptions being calf and kip up- 
per and calf lining leathers. The rate 
on calf and kip upper leather was re- 
duced from 15 per cent to 12% per cent, 
and the rate on calf and kip lining 
leather was reduced from 12% to 10 
per cent. On most kinds of leather 
used for purposes other than for shoes 
(except fancy leather) the existing 
rates, ranging from 15 to 25 per cent, 
were reduced by 5 per cent ad valorem. 
On all fancy leather (except bovine) 
the rates were reduced from 30 per 
cent to 15 per cent; on bovine fancy 
leathers, however, the reduction in rate 
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was from 20 per cent to 15 per cent. 

Boots, Shoes and Other Footwear 
Except Rubber—Par. 1530 (Tariff Act 
of 1930)—In the new trade agreement 
the rate of duty on McKay sewed 
leather footwear was reduced from 30 
per cent to 20 per cent, the 20 per cent 
rate on leather footwear made by the 
cement process was bound, and the rate 
on footwear with uppers in chief value 
of fabric with soles of leather was re- 
duced from 35 per cent to 20 per cent. 
The rates on welt leather footwear were 
reduced from 50 cents per pair but not 
less than 10 per cent nor more than 20 
per cent ad valorem to 40 cents per 
pair but not less than 5 per cent nor 
more than 20 per cent ad valorem. 
Under the reduced duty on welt leather 
footwear the 20 per cent rate applies 
to leather footwear valued at $2 or 
less per pair, the 40 cents per pair 
rate applies on imports valued over 
$2 but not over $8 per pair, and the 
5 per cent rate on imports valued over 
$8 per pair. 


NSMA Publishes Booklets on 
Shoe Words and Manufacture 
New YorkK—“Shoediction,” a non- 


technical dictionary of terms and 


language used in the shoe industry, 
and “Shoemaking In Action,” a pic- 
torial account of phases in the factory 
operation of shoe manufacture, have 
been published by the National Shoe 


Manufacturers Association, here. The 
text of both pamphlets were written by 
Harold Quimby, secretary of the 
NSMA. 

The booklets are available at the of- 
fices of the National Shoe Manufac- 
turers Association in the Chrysler 
Building, Room 901, New York City. 





Women’s Shoe Fashion 
Promotion Featured in Paper 


NEw YoRK—A two-page spread on 
new fashions in women’s footwear ap- 
peared in the Friday edition of the 
New York Sun on November 14. Pro- 
duced by Mable Greene, fashion editor, 
and her associate, Patricia Brown, the 
pages contained some 29 shoe styles 
modeled with the longer hemline. 

The fashion promotion was one of 
the more important examples of edi- 
torial attention coming from outside the 
shoe industry in this area. 


Most Thom McAn Men’s Shoe 
Prices Up 50 Cents 


New York—Prices of approximately 
two-thirds of the men’s shoes sold in 
Thom McAn stores have been increased 
50 cents a pair to $6.45, effective No- 
vember 19. The other styles in the 
men’s line are still priced at $5.95. 

Earlier in the year prices were re- 
duced from $5.95 to $5.65, but in August 
they were restored to the $5.95 level. 
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Ase Bowe, INE. cccccccccccccccccesece 80 


All Purpose Shoe Stick Co............. 85 
Allied Kid Company ...........+-+++: 28 
Arnel Ghee Cd. cccccscccccccces 74, 79, 81 
Athletic Bhoe Co. ...cccccccccccccccse 25 
SD Se GE, cinecevccucsscéess 27 
Baris Shoe Company .............-- 76, 84 
Be Gs Ee GR. woncasccencscceecessss 63 
Waeciewhthh BER. Go. cccccccccccsccccccse 14 
meme, &. G.. GOO Go. cccecccccecceses 70 
EE DN EE evconccncccescecesaces 24 
Broitman-Gaffin Shoe Co. .........-.+.. 84 
Cambridge Rubber Co. ..........+.-. 7, 13 
Camitta, Sam, & Sons ..........s++0++ 84 
Camitta Shoe Company ............+:. 84 
Cannon Shoe Company ............ 15 
Sete TRS GA. occ cncccccccsssce 72 
Cmenees Dams GA. cccccsvcccccses 11, 12 
Connell, J. M., Shoe Co. ........-+++- 79 
Dewey & Almy Chemical Co.......... 49 
OE, "We Be HOD GA, occscccncsis 76 
DuBrin, Harry L., Uniform Co........ 79 
TE EE eubuckdesscoosssenuance 69 
Evans, John R., & Co............00. 22, 23 
CE : cn ccncenewandeenes 30 
SED idntndasGonnedasaseenes 9 
Gallun, A. F., & Sons Corp............ 61 
General Shoe Corporation ........... 9, 51 
Gerberich-Payne Shoe Co..... Back Cover 
Gerda Footwear Co. ............00. Ti, 86 
ST SE, cccnusednessaceusebe 80 
Hale, Alfred, Rubber Co. ............. 10 
I a i 84 
Heywood Boot & Shoe Co............ 75 
Holland-Racine Shoes, Inc. .......... 2 


Hubschman, E., & Sons, Inc....2nd Cover 


ND ic crcntanck cudduéeduanee 61 
Johmeton & Murphy ...cccccccccccces 19 
Matt, Goarme BL, Ca. cccccccccccceccce 5 
Lederer Industries .........cccccccccce 75 
oe ee ee eee 3 
GD bie cvcccsccccctce 79, 87 
Marbach, Ben, Footwear Co. ......... 76 
Middle Atlantic Shoe Retailers Assn.. 59 
Monroe Brothers Co. .....cccccccecess 69 
Moulton-Bartley, Inc. ...........ese0. 33 
PE GN daeeasadiubinsedmeyeane 84 
National Fur Dyeing Co. ............. 84 
Ohio Leather Company ............... 20 
Panther-Panco Co. ............. 8rd Cover 
Para Thread Company .............. 26 
PONE GOO GE. cccccccccccce Front Cover 
Philadelphia Shoe Wholesalers ....... 70 
Pilot Shoe Company ................. 74 
Pimex Equipment Co. ................ 65 
Pincus, Leater, Shoe Corp............ 66 
I Gs SY Rccasvcksctedaaces 85 
Radiant Plastic Products ............ 75 
SE MS GI ee cevccceseccccedcs 64 
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Ask also for 
KIWI DARK TAN 
TAN, LIGHT TAN, BROWN 
OX BLOOD & MAHOGANY 
For Patent Leather and all 
Colours of Glace Kid ask for 
KIWI Transparent (Neutral). 


\ 





(tts ENGLISH. 


KIWI BLACK 


The ORIGINAL English STAIN Shoe Polish 


\So0o0rT po.rs* 


BLACK 








sKIWI! 


REG. U. S. PAT. OFF. 
‘*The judge was looking mighty 
pleased with himself this morning 
—and you could see your face in 
that KIWI shoe shine of his.” 
** Telling me something ? . . - and 
did you notice the special dazzling 
polish on the D.A.'s shoes, too? 
Bet that was KIWI.” 
‘It must have been. Anyway, we 
won our case so let's have a drink 
—then back to the store for me.” 


** What's new there?” 

‘Plenty. But my biggest prob- 
lem's an old one—how to get 
ee 


FT iidiias eh?” 
**Not really. We get better de- 
liveries each time, but MORE 
people are learning the KIWI habit 
so we never seem to catch up.” 
**Don't wonder. My legal mind 
soon caught on to the fact that 
KIWI'’s waxes, by sinking down 
into the pores of the leather must 
help to keep it soft and supple. 
And what a shine KIWI gives.” 








See Te ND cue vencvecseseces 64 
DS tavenctndcededntsecanthed 84 
EL Mtr ctnenececasepasies ahaeudeend 84 
BUSSE MATTER, BAS. 22cccccscccccssess 29 
Schenk, A. L., Orthopedic Labs ...... 7 
Se GO GOD, vesncccesocscvavccisnie 53 
Smith, J. P., Shoe Co. .. etn sent 17 
I, ER. Seecedscacccccces 7 
Stephenson Method ..... Kove bedabens 84 
re 
Surrey Footwear, Inc. ...........:.. 64, 72 
Transparent Shade Co. .............. 72 
Trimfoot Company ..... pwceseleaehad: tae 





Tweedie Footwear Corp. .........«««+ 
20th Century Footwear Co. .......... 


United Last Company ............+..+- 


United Shoe Machinery Corp. 
4, 6, 18, 21, 


Vincent, Edwards & Co. ........+.«+:. 
Vitality Shoe Company .............. 


WU, TR. Bs BD GA avcccccvssecccssese 
WE Seer GRSED coccascocuccesesccss 
Weldon Shoe & Slipper Co. ........ 80, 84 
WE, Be Tie GOD Gin ceseccccséiccs 7 


Wr BE 0 5c6enesccscceseoscotees 
ee, Wee FE BO Gc cdsvccecceseocs 
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Birds of a Feather 














Tn nature they “look alike”. In precision manufacturing United eyelets “are alike’? 
to the point of exact duplication. Such accuracy assures smooth flow of work a6) 
the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Theres a 


| NEW 






in soles too... 


PANGLENS 


SOLES 


lighter Than leather 
and longer Wearing! 
PANTHER-PANCO RUBBER COMPANY, CHELSEA, MASSACHUSETTS . 








FOR MEN, WOMEN 
AND CHILDREN 





THER 


fl 


br 
PAWE SHOECO 


MOUNT JOY PENNSYLVANIA 











